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65 PER-CENT. INCREASE 
INN. Y. LOSSES 


Record of First Six Months of Year in 
Metropolis—14 P. C. Increase 
in Number 


$250,000 PAPER LOSS THIS WEEK 











Firemen Play Hose on Floor Until 
Water-Soaked Paper Makes 
Floor Collapse 





The increase in fire losses in New 
York City 


not only in 


has been tremendous this 
year, the extent of the 
losses, but in their number also. 

For the first six months of this year 
the losses handled by the New York 
Board of Fire 
243,000 as compared with $4,283,000 for 


Underwriters were $7,- 


the first six months of last year. While 
this increase of 65 per cent. is in part 
explained by the soaring values of 
buildings and stock at the same time 
it should be noted that the increase in 
the number of fires was 14 per cent. 
Miilar Loss Unexpectedly Heavy 
That the gait is being maintained was 
demonstrated again this week by the 
G. W. Millar & Co. paper loss in Crosby 
Street. In loss 


many respects this 


estimated now at about $250,000—is 
unique. The firemen were really on 


the job about three days, playing water 
ym the property to keep down the loss 
after the fire itself 
been largely extinguished but continued 
to smoulder. 


seemed to have 


At the end of three days the paper 
had absorbed so much water that the 
floors could no longer stand the strain, 
with the result that the building col- 
lapsed. So there will not be much 
salvage. 


GET MILITARY CROSSES 

Military crosses have been awarded 
to both of the sons of Robert Chap- 
man, former general manager of the 
Caledonian. The older son, Captain 
R. M. Chapman, was with the North- 
ern Assurance previous to the outbreak 
of the war, but since August, 1914, has 
been at the front. The younger son, 
Lieutenant A. S. Chapman, has seen 
service in Galipoli, and is now at Sal- 
oniki. 























Conflagration Proof 


THE HOME 


* INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Underwriting Capacity Second to None. 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, 


Commissions, 


Explosion, 


Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH 


REPUTATION 


SERVICE 























North British 


and Mercantile 
Insurance Co. 


ESTABLISHED 1809 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 
Explosion and kindred lines 


Security 
Resources ample 
for all obligations. 

Service 
Kxpert advice on 
insurance problems. 


E. G. RICHARDS, Manager 
UNITED STATES BRANCH 
76 William St., 
NEW YORK CITY 
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$7,000,000 INSURANCE 
ON FOUR DU PONTS 


One Application of $4,000,000 on Life 
of Pierre du Pont, 
Wilmington 








FRED FULLER AGENT IN CASE 





Details Being Handled By Ives & 
Myrick—Companies Still Passing 
on Risk 


Events of the past thirty days in- 
dicate that the size of policies wanted 
limited 


only to the carrying capacities of the 


by American millionaires is 


companies. Within the past month in- 


surance on four members of the fa- 


mous du Pont family of Wilmington, 
Del., manufacturers of powder, has been 
written for an aggregate of $7,000,000. 
The largest application is for $4,000,000 
on Pierre du Pont and the balance is 
on lives of his three brothers 

Written by Fred Fuller, Springfield 


The honor of writing the insurance 


yn the lives of tl members of the 
du Pont family, goes to Fred Fuller, 
the remarkable life insurance agent of 
Springfield, Ma who is also general 
went 1 that city of the Equitable Life 
Assurance Society Mr. Fuller has not 
basked much in the limelight, but he 
really one of the most extraordinary 
insurance men in the United States 
It wa Mr. Fuller who wrote the line 
of nearly $2,000,000 on the life of Harry 
T. Dunn, automobile and tire man It 
aid that Mr. Ful general agency 
wrote nearly $7,000,000 last year. He 
has been a heavy individual producer 
for yeal 
The du Pont policies are ordinary 


life contract The details of the trans- 
Ives & 


Myrick, of this city, who also assisted 


actions are being handled by 


in the Dunn insurance 

Companies Writing Large Lines 
In life insurance circles there is con- 
siderable interest evinced as to 
much of the $4,000,000 line can 
The companies are still 
upon the line and it is too 
early to tell how much can be covered. 
Heretofore, the top line was that of 


(Continued on page 2) 


being 
how 
be placed. 


passing 
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How To Sell 
Monthly Income 


ADVICE OF CHARLOTTE AGENT 


Man Must Not Be a Slacker to His 
Family—What to Emphasize 
in Canvass 


In an argument for “Monthly In- 
come Insurance,” G. W. Patterson, of 
Charlotte, N. C., tells agents of the 
Pacific Mutual which points to empha- 
size. If the case is properly presented 
he does not see how the agent can fail. 
Mr. Patterson says: 

“Any intelligence, prefer- 
ably of the better. class, who has de- 
pendents, and who has already pro- 
vided insurance in one sum to supply 
the ready cash that may be immedi- 
ately needed, is the person to whom to 
sell it, after you have convinced your- 
self that he is an acceptable risk and 
can pay the premium. 


The Love of Family 


“Every such real man who loves his 
family worries and puzzles over what 
might happen to them when he is 
gone. Get the facts in his individual 
case, and emphasize with all the force 
and power that is in you that this is a 
vitally important and personal matter 
for his immediate consideration. Then 
show him the positive answer is the 
Pacific Mutual Continuous Monthly In- 
come policy 

“xplain and drive home to him and 
for him what it is worth to be certain 
that on the first day of each month his 
loved ones will be paid a certain fixed 
sum—no worry about delays—no taxes 
—no commissions to pay--no chance 
of loss—no spectre of poverty in old 
age—no puzzling business problems to 
decide—no responsibility or complica: 
tions as to investments in blue sky. He 
knows many instances where shrewd 
business men have made unwise in- 
vestments. He may have done it him- 
self. He can doubtless make some 
more money if he loses, but he doesn’t 
want his beneficiary to take any chan 
ces on having to do that, 


person of 


Argue Unselfishly 


“Put your best unselfish thought and 
ability in your appeal to the best that 
is in him, to his love, his pride, his 
ambition, his desire to do his full duty 
without ‘being a slacker, and give these 
points prominence in showing him why 
he wants just this kind of protection, 
being sure to bring in the practical 
points to reconcile it with his good 
business judgment and foresight. He 
wants to create the largest possible es- 
tate with the lowest possible cost and 
risk. Show him that a smaller percent- 
age deposited annually on this Month- 
ly Income policy will create a larger 
and more ideal estate for his loved 
ones than he can possibly get with the 
same money any other way. A Month- 
ly Income of $50 is equal to a 
$12,000 Estate, and whether the cost 
to the insured is 2, 3, 4 or 5 per cent. 
in annual deposits, it is a good business 
move for him. He cannot create this 
estate in any other way without soon- 
er or later paying the principal sum 
and interest on deferred payments. 

“Tell him how this will make him 
feel more a man. He knows he can 
provide for his loved ones and make 
this small deposit if he lives, and he 
knows he will leave his affairs in ideal 
shape when he dies, 

“Give him every opportunity to an- 
alyze and criticise. Get him to ask 
questions as to what will happen in 
certain emergencies or contingencies, 
This policy has provided the answer to 
every one of these questions, and gives 
‘you ‘a chance to answer in such a way 
as to make him want the policy that 
much worse. Don’t forget that he is 
a human being, and if you make him 
want it the rest is easy. Watch your- 
self, and don’t do all the talking; if 








- WANTED 





Advancement assured 











_ Assistant to General Agent in New York | 

| City of large Life Insurance Company. 

His work will consist of agency building. 

help and inspire present agents, procure and develop 
new ones. 


and 
surate with results. 


State full particulars. | 

“New York General Agent” | 
c/o The Eastern Underwriter, 105 William Street, | 
New York, N. Y. 


He will 





remuneration commen- 


Address 








you have done your part, his thinking 
and talking will be leading in the right 
direction. 

Disability Feature. 

“After your case has been presented 
from this standpoint of what it will do 
for his loved ones, and you have all 
that is best in him brought out, then 
let him see that he, personally, has 
been provided for against misfortune 
of any kind that is serious, by the 
loan values, paid-up values, and, most 
important of all these, the Total and 
Permanent Disability feature. 

“This Total and Permanent  Dis- 
ability feature can be used in such a 
way as to sell a big class of men 
who are too selfish or narrow to pro- 
vide this protection for their depend- 
ents only, but will buy it when they 
see that life boats have been provided 
and that Number One is going to be 
well taken care of,—-and then leave the 
policy intact for his dependents. 

“Tf the case with all its practical 


and human aspects and advantages is 
well prepared and presented in sim- 
ple, clear and concise language, bear 
ing in mind always that it is the pros- 
pect who is being served, and his in- 
terests are to be thought of, losing 
sight of the question of commission, 
the arguments in favor of this policy 
will be unanswerable, The more intel- 
ligent the man, and the quicker his 
mind, the easier it will be to convince 
him; and that kind of a man will be a 
booster for you, and will enable you to 
sell his friends and relatives.” 


J. A. KING WITH MANHATTAN 


Jacob A. 
who has 
the Kast 


King, of Asbury Park, N. J.. 
been a successful writer in 
for the Bankers Life, of Des 
Moines, has resigned from that Com- 
pany to become New Jersey general 
agent for the Manhattan Life Co. Mr. 
King will retain his offices in Asbury 
Park and Newark, N. J. 








WANTED 





By an old established Life Insurance Company 





under direct Home Office contracts 











The men we employ must be able to prove by past 
achievements that they are good organizers and 


They must be able to appoint agents and not only 
tell them how insurance is sold but show them how 


it is done. 


Salary of $3,000 and expenses, but it will not re- 
main at that figure after results prove that it should 


be more. 


Address 


“OPPORTUNITY” 


c/o The Eastern Underwriter, 105 William Street, 


New York, N. Y. 





TWO AGENCY SUPERVISORS 
producers. 





$7,000,000 on du Ponts 


(Continued from page 1) 

J. Pierpont Morgan, written by Harold 
Peirce, of Philadelphia, but for numer- 
ous reasons the du Pont risks are re- 
garded more favorably by the life com- 
panies than was the Morgan risk, some 
of which had to be covered in Europe, 
as there were some companies here 
which would not carry any insurance 
upon the life of Mr. Morgan in view of 
the unusually important position he 
held in this country for the Allies, which 
made his office more or less a target 
for cranks and pro-Germans. 


WOMEN WHO SAVE 

There are thousands of women who 
would be glad to have some one come 
and tell them what a twenty year en- 
dowment is, and how to get it. Gen- 
erally speaking, women are more 
thrifty than men. Employed women— 
not the girl whose mind is on getting 
married next year—are able and will- 
ing to save a substantial part of their 
income, and it does not require much 
persuasion to convince them that a 
twenty year endowment policy in a 
good company is one of the safest and 
surest investments a woman can make. 
Ir provides a systematic saving for the 
future and enables her to arrange in 
perfect confidence as to who shall get 
her money in case of her death. Tf it 
were not for their natural diffidence 
and the mystery with which so many 
of them regard life insurance, women 
would be walking into life insurance 
offices and asking for endowments.— 
“Fidelity Field Man.” 


WHEN A MAN SAYS “NO” 
Don’t give up when a man says 
“No:” You have everything to win 
and nothing to lese, is the tip of Miss 
Mary EK. Warren of the Massachusetts 
Mutual. By this I do not mean that 
an agent should pester a man to death, 
or yet go back to him without some 
good point, which has been omitted on 
the first interview. Having racked 
your brain to find a good point, go to 
your prospect with it and with a cheer- 
ful countenance, and together they will 

work wonders. ¢ 

* - * 


Everybody knows it 


Showing Weak- iis the best plan to 


ness at the get the cash when 
Wrong Time the application is 
signed, says “The 

Federal.” Pounds of printed matter 


have been sent out to agents urging 
them along this line. Why should it be 
necessary to talk to the agents thusly? 
Do they not know that it is only money 
that counts? But, there is another side 
of the subject. Lots of agents are lack- 
ing in backbone when it comes to bring- 
ing the man down to cash with a trans- 
action such as the one in question. 
Why allow our fears to overcome us 
in the money question? We are afraid 
that a persistent call for settlement 
might make the applicant throw up the 
trade. Sometimes a man will take 
offence when he is urged too strongly 
for money before he receives his policy. 
On the other hand, if the right sort 
of diplomacy is used the money can 
often be secured upon the basis of a 
business proposition. Why should not 
the man who has been working up to 
the point of signing the application be 
in prime position for completing the 
case by making settlement on the spot? 
That is the time when the iron is hot 
—that is the time when the shrewd, 
diplomatic agent will get in his work 
and collect. Not only does the agent 
save an immense amount of time by 
getting settlement along with the appli- 
cation, but he, by that stroke gets en- 
tirely away from the trouble of having 
to do the work over again and maybe 
lose out after all. 
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Pennell and Offner 
Go With L. A. Cerf 


WILL ASSIST GENERAL AGENT 


Former Newspaper Man and Chicago 
Producer Both Well Known in Wide 
Insurance Circle 


L. A. Cerf, general agent of the Mu- 
tual Benefit Life Insurance Company 
in New York City, made two important 
announcements this week. 


I. H. Offner, a successful Chicago 
producer of the Mutual Benefit, will 


become director of agents of the Cerf 
general agency. A luncheon to Mr. 
Offner was given by Mr. Cerf at the 
Bankers’ Club yesterday. 

Frank W. Pennell, a well known in- 
surance literary man, will become per- 
sonal assistant to Mr. Cerf on August 
dé. 

Mr. Offner’s Success 

Mr. Offner was formerly with the 
George Pick agency of the Mutual Ben- 
efit Life in Chicago. He is an un- 
usually successful writer of big busi- 
ness. Of him Mr. Cerf said this week: 
“He understands every angle of life 
insurance as a whole and is particularly 
well-versed in the understanding of 
Mutual Benefit life insurance. Mr. Off- 
ner is an executive and a _ personal 
salesman.” Mr. Offner is forty years 
old and all of his experience has been 
in the West. 

Mr. Pennell’s Career 

Mr. Pennell after, being graduated 
from the University of Michigan, where 
he was editor of the college daily paper, 
went into newspaper work in Bradford, 
Pa., after which he joined the staff of 
the “National Underwriter” at Cincin- 
nati. Subsequently, he was made East- 
ern manager where his work imme- 
diately attracted the most favorable 
attention among insurance officials, 
leading to Mr. Pennell’s receiving a 
number of offers from life insurance 
companies. He went with the Mutual 
Life two years ago as assistant man- 
ager of the literary department, of 
which J. A. Jackson is manager. Mr. 
Pennell did good work for the Mutual, 
but for some time he has been anxious 
to leave literary work in order to go 
into the field. That he will be as suc- 
cessful in the production end as he 
has been in his other activities is the 
belief of his many friends in the news- 
paper and insurance offices. 

The Cerf agency has for years been 
one of the leaders in this city. 





CONVENTION ENTERTAINMENT 


Banquet, ‘Coney Island Trip, Hippo- 
drome and Hudson River Sail 
Arranged 


President Priddy, of the National 
Association of Life Underwriters, said 
this week that more than 2,000 people 
will attend the convention here in 
Septeinber. 

The entertainment feature will not 
be eliminated as there will be, in addi- 
tion to the Astor banquet, a trip up 
the Hudson, a visit to Coney Island, 
a luncheon and matinee for the ladies, 
and tickets for any one who cares to 
visit the Metropolitan Museum of Art, 
the Zoo, Aquarium and other famous 
places. 





TAYLOR CAMPAIGN 

The Taylor Campaign in Philadelphia, 
waged by representatives of the Equit- 
able Life Assurance ‘Society in honor 
of Second Vice-President Taylor, was a 
success in every way. About fifty men 
produced applications amounting to $1,- 
290,000. 
thirty thousand for each man. The cam- 
paign ran for a month. J. P. Hyatt, of 
Wilmington, wrote $284,000. 


The average production was) 


NEW HOME OFFICE 


Connecticut General Buys Former 
State Armory Property, and Will 
Build After the War 

Hartford, Aug. 7.—The Connecticut 
General Life has secured an option on 
the former state armory property at 
No. 51 Elm street and has until Sep- 
tember 1 to complete the purchase of 
this well known and valuable site. In 
all probability it will exercise the op- 
tion and have a new home after the 
yar. A substantial deposit has been 
made. The site which the insurance 
company proposes to acquire includes, 
as well as the armory building and land, 
the Bessie M. Skinner property to the 
east which will not be taken by the 
city in Hudson street improvements. 

The present building has been the 


scene of many big political meetings 
and exciting polo and athletic events 


and famous evangelists have preached 
there. 

The purchase will result, after the 
war, in an important addition to the 
“Insurance row” which comprises com- 
panies on Elm and Trinity streets. 
Within a few years Elm street has 
begun to shift from its old time resi- 
dential aspect. The tendency is _ to- 
wards the forming of an insurance 
neighborhood. The Scottish Union & 
National Insurance Company has _ its 
United States headquarters on Elm 
street, west of the armory. The 
Phoenix Mutual Insurance Company re- 
cently bought property on the street 
and intends to build a new home there. 


At the corner of Trinity street is 
the handsome building which houses 
the Phoenix Insurance Company and 
the Connecticut Fire Insurance Com- 


Orient Insurance Com- 
pany and the London & Lancashire 
Insurance Company have a_ building 
south of the Phoenix on Trinity street, 
and were the pioneers in the western 
movement of insurance companies. 


pany and the 


Buffalo Association 
Saves $500,000 Case 


IT BLOCKS A 





“ONE 


Hearing Given at Request of Buffalo 
and National Associations— 
Priddy Statement 


CASE MAN” 





Superintendent Phillips gave a hear- 
ing this week in Buffalo to members 
of the Buffalo Association of Life Un- 
derwriters who objected to a real estate 
man, a one-case man, being generally 
licensed simply to land a $500,000 case. 
The hearing resulted in a victory for 
the Buffalo 

The Circumstances 


Priddy, of the 
described the 


association. 


President National 
Association, circum- 
leading up to the complaint 


Department: 


stances 


to the Insurance 
On or about July 22nd Charles G. Monser, 
president of the (‘Buffalo Life Underwriters’ 
Association, telephoned to New York, and gave 
me the following facts, requesting advice and 
co-operation: 


For some time past several prominent mem 
bers of the Buffalo association had been try- 
ing to interest a prominent Buffalo man in 
the purchase of a line of insurance, and hav- 
ing been educated up to the point of believing 
that it was good business to purchase this in 
surance he consulted a_ personal friend, the 
president of a leading Buffalo financial in- 
stitution. This friend, being “familiar with 
the curves of the life insurance business,” 
as he expressed it, suggested to the proposed 
applicant that he have a member of his family, 
friend, appointed agent, 80 


or some personal 
business might 


that the commission on this 
be saved to the family treasury. 


It was first suggested that his father be 
appointed agent, but upon deliberation this 
was abandoned and he then got in touch with 
a friend who is engaged in the real estate 
business. Making it plain to this friend that 
he was going to purchase $500,000 insurance, 
the real estate agent quickly made up his mind 
that he was eager to engage in the life in 
surance business. (It should here be recorded 
that some months previous to this, after the 





Prudential 


Group 
Policies Sell 





FORREST F. DRYDEN, President 





Because of absolute protection, low | 
premiums, annual dividends, grace | 
period, disability provisions, termina- 
tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming'beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 
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directors of a certain banking institution, in 
which this same real estate man is a director, 
had been convinced that they should purchase 
group insurance on their employes, he forth- 
with secured a license and negotiated the 
group contract. The total insurance envolved in 
this transaction was about $125,000. This fact 
did not become generally known until the 
Life Underwriters’ Association began its in. 
vestigation), 

It is said that some half-dozen attempts have 
been made by managers and general agents 
to induce this real estate agent to go into the 
life insurance business, but he had persistent- 
ly maintained that the had no desire to g0 
into the business. When it became apparent 
to him that a $100,000 contract of insurance 
could be negotiated he became very eager to 
engage in the life insurance business, Im- 
mediately, he called at the office of a num- 
ber of companies in Buffalo and actually made 
application for a license for six companies. 

At this juncture the Buffalo association be- 
came aware of what was about to take place 
and they immediately called together all the 
managers and general agents of the city and 
discussed the matter fully, and practically 
every manager and general agent in the city 
agreed that they would not, under any con- 
dition, take any business from this real es- 
tate agent who was trying to launch into their 
business. : 

The facts were communicated to the presi- 
dent of the National association, and at his 
Suggestion a committee of the Buffalo asso- 
clation went to Albany to advise with the 
Superintendent of Insurance. The president of 
the National Association at once communicated 
with all of those companies for which the 
said real estate agent ‘had applied and pro 
tested against the issuance of a license, and 
he also communicated with the Superintendent 
of Insurance about the matter. Some of the 
licenses had already been issued and others 
were under consideration by the department. 

The managers and general agents of Buffalo 
held a number of meetings, as has already 
been stated, and practically everyone of them 
signed a pledge not to take any business of 
any description from this “would be” agent. 


Realizing that an effort might be made to 
secure this insurance through agents located 
elsewhere, or by the applicant actually going 
to some other city to file his application, the 
president of the Buffalo association communi 
cated with the president of the National as 
sociation, and he in turn wrote to the home 
othce of every company doing business in the 
state of (New York, submitting the facts and 
urging that no business be taken on the life 
of this proposed applicant, unless it be sub 
mitted through their authorized agents in the 
city of Buffalo. Practically all of the com 
panies have written the president of the Na 
tional association that they were most heartily 
in accord with this program on the pert of 
National association, and that no business 
would be accepted from this would be agent. 
Later on there was a meeting of the Buffalo 
association and all the facts were submitted 
to the entire association, and the action of 
the general agents and managers was en 
thusiastically received and endorsed by the as 
sociation 


This “would be” agent pressed his case so 
vigorously before the department, and had so 
many influential citizens take up his fight, 
that the Commissioner of Insurance conducted 
a hearing in the city of Buffalo at eleven 
o'clock on Tuesday morning August 5th. At 
this hearing the Buffalo association presented 
its case in no unmistakable terms, and the 
president of the National association has just 
received the following telegram from the presi 
dent of the Buffalo association: 

“Won a complete victory from Insurance 
Department in case. He has withdrawn 
from case entirely and we have one 
or two other representatives in a very bad 
hole in this transaction, Will write you more 
fully tomorrow.” From this it would appear 
that the Buffalo association has taken a firm 
stand to eliminate “one-case” agents, and it 
is the earnest hope of the offices of the Na 
tional association, and of all decent life in- 
surance people everywhere that all other local 
associations will follow the splendid example 
of the Buffalo association. In this connection 
managers and general agents are here reminded 
that they are responsible for the indiscriminate 
issuance of licenses, and the National asso- 
ciation hereby appeals to all such persons to 
support them in their fight to eliminate once 
and for all all such transactions. 


HOLDS UP SETTLEMENT 

The courts at Pittsburgh have re 
fused to approve the settlement ar- 
ranged by the directors of the Pitts 
burgh Life & Trust with the Insurance 
Department, by which they were to es- 
cape prosecution under the criminal 
indictments against them on payment 
of $400,000 to the receiver, The court 
held that if the directors were liable 
for the losses sustained they should 
be held for the full amount, while if 
not liable they should not be required 
to pay anything. 





NOW LIEUTENANT-COLONEL 

Major Herbert Wolfe, has been pro- 
moted to Lieutenant-Colonel in the 
Quartermaster’s Department, and has 
left the War Risk Bureau. 
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International Has 
$75,000,000 in Force 


MANY NEW APPOINTMENTS MADE 





T. J. McGuire General Agent in Scran- 
ton—Ear] Ellis General Agent 
in St. Louis 

The agency force of the International 
Life Insurance Company of St. Louis, 
by paying for $2,474,500 of business 
during the month of July, produced the 
greatest volume of paid insurance in 
any single previous month in the Com- 
pany’s history, and has brought the 
insurance in force up to approximately 
$75,000,000. The assets now exceed 
$10,000,000. 

Ellis Named City Manager 

The Company has recently appointed 
Earl Ellis, well known in St. Louis in- 
surance circles, as its city manager. 
Ellis already has established a lively 
corps of agents, organized for a home 
drive, and has just completed the ap- 
pointment of several field representa- 
tives speaking foreign languages, who 
are educating new United States citi- 
zens to the thrift opportunities of life 
insurance. 

The International Life several months 
ago entered Nebraska, which is now 
contributing insurance at the rate of 
$1,000,000 a year to the St. Louis com- 
pany, the Nebraska State agency being 
in charge of Floyd L. East of Lincoln, 
Neb., who has already appointed 28 
producing field agents in different parts 
of that State. 

Greater Pennsylvania Production 

A greater production from Pennsyl- 
vania has started,on account of the 
appointment of T. J. McGuire as gen- 
eral agent of Scranton, Pa., while the 
far West has been invaded by the St. 
Louis company through E. F. Miller 
and M. N. Winans, State agents, who 
have already organized an imposing 
sales force in the State of California. 
In the Pacific Coast drive for business 
the International Life has also devel- 
oped a strong State agency in the State 
of Washington, in charge of H. C. 
Sampson of Spokane, Wash. | 
IN TRENCHES; WANTS “POINTS” 

Soldiering with the American Ex- 
peditionary Forces does not seem in the 
least to take away from the attractive- 
ness, in the minds of former agents, 
of life insurance as a profession. There 
came the other day from Robert O. 
Berry, formerly of the Fargo agency of 
the Mutual Life, but now a corporai 
in the 164th Infantry in France, a 
cheery letter confirming this statement, 
of which the following is an extract: 

“Here I am over here trying to col- 
lect applications from the boches, to 
make business look up and to convince 
them that they should have had all the 
insurance they could get before they 
joined the army. Doesn't it strike you 
that you might let me in on what the 
Grand Old Mutual is doing by sending 
me the Home Office publications? I am 
very much interested because I expect 
to write for you again when I get back 
to Fargo. I am only an infant in the 
insurance business, it is true, but I 
like it and feel sure that there will be 
plenty of work to do when I get back 
home again.” 


TREND OF BUSINESS 





Farmers Buying Most Insurance in 
lowa—Manufacturers Buy 
Largest Average 


The Mutual Life prints an intereat- 
ing table of figures from its Davenport 
agency, compiling business records for 
the first five months of 1918, The 
largest amount of insurance was pur- 
chased by farmers, with manufacturers 
and mechanics second; and merchants 
third. 

Of special significance is the large 
number of applicants for insurance un- 
der the age of 31. Out of a total of 
425, no fewer than 204, or over 48 per 
cent, have yet to reach this age, there- 
by eloquently disproving a somewhat 





popular belief among life insurance 
agents that comparatively few pros- 
pects are now to be found between 


ages 21 and 31, because of enlistments 
and the draft. 

The average amount of all the poli- 
cies placed by the Agency during the 
first five months was $3,369—another 
straw in the wind to indicate the con- 
stant tendency toward policies of lar- 
ger amounts to offset the decreasing 
purchasing power of the dollar. The 
not inconsiderable amount of business 
written on women gives evidence of 
the growing importance of this field 
from the agency standpoint, because 
of the influx of women into good post- 
tions formerly held by men now in the 
service of the country. 


Total Per Cent. 
Amount, in Class. 
DE os cada caewe ane $455,500 36. 
Manuf.cturers & mechanics 216,568 17. 
ee eee eee 184,122 14.3 
Miscellaneous ......sceeees 148,500 11.5 
Professional .sccscecoscsvee 107,500 8.4 
Salesmen and clerks...... 89,668 Ps 
SON Sad cance ciadesned beeen 79,666 6.2 


A. E. Howard of the Hartford branch 
of the Travelers, distinguished himself 
recently by writing five big mills in 
Tolland County, Connecticut, for group 
insurance with a total of $1,185,000. By 
doing so Mr. Howard convinced him- 
self that group insurance affords a 
splendid opportunity to round out an 
agent’s ordinary activities. The mills 
were the Hockanum Mills of Rock- 
ville, the James J. Regan Co. of Rock- 
ville, Talcott Brothers Company of Tal- 
cottville, E. FE. Hilliard Co. of Buckland, 
and the Somersville Mfg. Company of 
Somersville 


A GOOD SIX MONTHS 

In the six months of 1918 the weekly 
department of the Interstate Life & 
Accident, Chattanooga, made a gain of 
twenty-five per cent. in premium in- 
come over the same period in 1917. 
Collections are better and lapses are 
fewer. 








BIG WRITERS 
READ 


THE EASTERN UNDERWRITER 
Each Week for New Ideas 


DO YOU? 


Subscription $3 a Year 











W. J. WILLIAMS, President 
The Largest Industrial Company 
West of the Alleghenies 


Insurance 

Assets in Force 
Dec. 31—1888........ $ 104, ,073 
ee 274,290 6,619,653 

| Ee 2,916,339 39,503, 
Se 14,008,422 115,099,897 








THE WESTERN AND SOUTHERN LIFE INS. CO. | 


Organized 1888 


A Record of Thirty Years of Progress 
TEN-YEAR PERIODS 


AGENTS WANTED in the Principal Cities of Ohio, Kentucky, 
Michigan, Indiana, West Virginia and Western Pennsylvania 


CINCINNATI, OHIO 
Also Issues All Standard Forms 
of Ordinary $500 to $10,000 


Policies 


Income Issued 
errr $ 1,744,102 387,702 
EE gan-ccdnnawaelaes 10,551,857 1,139,235 
eee 31,845,050 


1,961,674 





ROLPH GOES TO FRANCE 


C. W. Rolph of the Mutual Life, Bal- 
timore agency sailed late in June for 
France where he will engage in the 
service of the Y. M. C. A. as a field 
secretary. Mr. Rolph has been with the 
Company since 1910, was a member of 
the $100,000 section 1916-17 Field Club, 
and qualified during the Club year re- 
cently closed as a member of the $200,- 
000 section. 








A. A. Harris is now Harlem agency 
manager of William Sohmer & Co., gen- 
eral agents of the Equitable. 


William B. Mann, of the accident de- 
partment of the Ocean, is on a Western 
trip. 


A conspicuous example of the hold 
that the John Hancock has upon its 
representatives is afforded by George 
H. Lokes, the capable head of Pitts- 
burgh 1 District, who this year com- 
pleted thirty years of service for the 
Company as a superintendent. His 
first experience in life insurance dates 
from January 1, 1881, when he started 
in the employ of the Metropolitan as 
an agent with no debit at Germantown, 
Pa. He must have shown capability 
in this occupation very quickly for he 
was promoted to the position of assist- 
ant superintendent only a year later. 

















HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 






























No. Average Average Number Per Cent. 
Apps Amount. Ages. Under 31. Under 31 
135 $3,374 31 76 56.3 

10 5,414 35 16 40. 
49 3,758 40 14 28.5 
81 1,833 30 48 59.2 
24 4,480 34.6 10 41.7 
39 2,300 29 24 61.5 
32 2,427 33 16 50. 


WITH WAR BUREAU 

Mrs. Kl'a G. Warner, who recently 
resigned as secretary of the New Eng- 
land Women’s Life Underwriters’ Asso- 
ciation, has gone to Washingon to 
take service with the Government War 
Risk Department. Mrs. Warner was 
formerly connected with the Boston 
agency of the Provident Life and Trust. 


ADMITTED TO KANSAS 








The Morris Plan Insurance Society 
has been admitted to do business in 
Kansas. 





Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








next birthday to 60 years. 


anteed by State Endorsement. 


BASIL S. WALSH, President 





HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 


INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. 506 Walnut St., Philadelphia, Pa. 
JOSEPH L. DURKIN, Secretary 








JOHN J. GALLAGHER, Treasurer 











ARTHUR E. CHILDS, President 


covering Permanent and 


The Columbian National Life Insurance Company 


LIFE, ACCIDENT, and HEALTH INSURANCE 
Total 
Indemnity for com of Time— 

A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the’ Agency Department of the Company. 


BOSTON, MASSACHUSETTS 


Disability and Weekly 











1850 


Good men, whether experienced in 
Office, 277 Broadway. New Yor 


FINANCE 
COMMITTEE (WILLIAM H, PORTER, Banker 





THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


fe insurance or not, may make direct contracts with this 

Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 

mjgsion, a renewal interest in; mring an income for the future. Address the Company at ite Home 
y. 


JOHN P. MUNN, M. D., President 
CLARENCE H. KEASEY, Pres. Title Guarantee and Trust Co 
EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 


1914 
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How the Mailing Department 
of a big Company is Run 


By Charles H. Upten, Chief of Mailing Division, Aetna Life, 
Home Office, Hartford 














In Hartford, with its many company 
offices, controlling a tremendous vol- 
ume of business, its hundreds of thou- 
sands of agencies locatcd all over the 
continent, safeguarding policyholders, 
handling thousands of payments to 
beneficia:ies, the question of how mail 
is handled by those companies is of 
some considerable importance. 


Organization and Management of An 
Insurance Mailing Department 
Methods of handling mail vary ac- 
cording to the size of the business. 
In general, the aim is to develop a 
system which will give prompt and 

efficient service. 

In transporting mail from a city post 
office to the various home oflices most 
companies employ messengers who 
carry the sacks while other companies 
on account of the great quantity of 
their mail hire trucks for this service. 

The first mail in the morning at 
Hartford is usually ready at the post 
office about 7:30 o'clock. 

Arrived at the company’s offices the 
sacks are emptied on long tables and 
the assor ment of the mail begins. The 
proc’ ss differs in the various com- 
panies, 

Manag rs, general agents, district 
agents, and agents are usually supplied 
with various sized envelopes addressed 
to the departments of the company, 
which is not only convenient for them 
but facilitates the handling of the mail 
on its receipt. When the mail is re- 
ceived it is thro.vyn into various re- 
ceptacles destined for certain depart- 
ments. 

The Mail Assorters 

In some of the smaller companies 
they have assorters of mail who are 
able to de.ermine nt only where each 
letter ought to go but also how the 
case should be handled. In the larger 
companies, however, the mail is taken 
from the post office at stated periods 
in the day and sent to the various de- 
par.ments of the .ompany where it is 
assorted. 

The fivst office distributicn at the 
Aetra Life is made at 7.40 A. M. where 
the mail is sent by a large truck with 
compattments or bags for each floor 
to the central department on each floor 
whore i in turn is opened and sent to 
the various desks so that it may be 
placed cn the proper desks and work 
begun promptly at 8.30 A. M, 


D'fferent Color For Each Floor 

For cach floor a different colored 
folder is used and at the top is the 
number of the floor and department to 
which it belongs and at the bottom 
left hand corner the number of the 
floor to which it is to be returned, De- 
liveries are made every hour. For mail 
going from one floor to another each 
department is furnished with proper 
colored folders, which assists greatly 
in distribution. 

These trips of the men from the 
mailing departments are made in ten 
minutes’ time without hurrying. 

Outgoing mail is collected at the 
Aetna every hour and is brought to 


the mailing room where it is assorted, 
enclosed, sealed, weighed and stamped 
and the mail kept face up. The seal- 
ing can be done by machine at the 
rate of 100 a minute. A_ sufficient 
quantity is tied up in bundles so that 
when it is received at the post office 
it is only necessary to cut the string 
and cancel the stamps. This plan 
saves two handlings at the post office. 

Special delivery letters are taken at 
once to the post office and placed in 
the quick service box for immediate 
attention. Registered letters are taken 
in the same manner to the registry 
window at the post office. If a pack- 
age is to be insured, it may be done 
either through an insurance company 
transacting that class of business or 
the government will undertake the 
risk at a charge of $.03 for value up 
to $5, $.05 for value up to $25, $.20 for 
value up to $50 anc $.25 for value up 
to $100, which is the limit written. 


Supplies and Equipment 

Innumerable supplies are used by the 
mailing department to suit the taste 
and fancy of the department heads and 
officers. Clips and fasteners, various 
kinds of paper and envelopes, daily 
present problems to the supply depart- 
ment and sometimes trouble to the 
mailing departmei.. 

Thousands of dollars are invested 
annually in office appliances intended 
io increase efficieicy, although some- 
times the appliances do not come up 
to expectation, In the mailing room 
we are not bu'dened with the old 
fashioned copy machine, the bane of 
the mail boy’s life for so many years, 
but included in the list of appliances 
are stamping and scaling machines, 
run by hand and by motor, which seal 
and stamp ordinary letiers at a high 
rate of speed, stamp affixers’ with 
stamps locked in the machine; time 
stamps which mark the time certain 
letters are received; folding machines 
for folding letters; numbering ma- 
chines for numbering enclosures; mail 
openers for opening mail rapidly by 
machines, a knife shaving off a very 
narrow edge on each envelope; paper 
fastener machines for fastening to- 
gether a number of sheets of papers; 
photographing machines for quick re- 
production of important letters, con- 
tracts, etc.; addressing machines with 
the names of all agents stenciled and 
kept in drawers alphabetically and also 
arranged alphabetically by states for 
frequent use, the machines being made 
either with or without motor attach- 
ment; blow torch for sealing import- 
ant letters with wax; perforation ma- 
chines for perforation stamps, and ac- 
curate scales for weighing mail. 


Machines Replace Boys 

No man or boy should be employed 
in a mail room at a task a machine 
can perform. The more we eliminate 
the human element the less liable we 
are to make mistakes that prove at 
times so costly .o a company. 

Discussion an? comparison of the 
various kinds of wood and steel trays, 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambhitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 





filing cases, tabics, mail bags, knives, 
pencils, ink, pens, wrapping paper, 
pencil sharpeners, cord, cellular card- 
voard for p.vtection of packages, etc., 
would be of value to the companies in 
adopting the mwoe eilicient implements 
for office equipment. 

The important subject of pneumatic 
mail chutes, and carriers saving thou- 
sands of dollars could also very proti- 
tably be discussed. 

These mateiials and tools are a large 
collection of little things, but these 
little things are just what increase the 
efficiency of a mailing department and 
make it more useful to the company. 

Delivery and Collection Plans 

Insurance companies should study 
their mailing problem closely, find out 
how they can better plan delivery and 
collection schemes, analyze their rou- 
tine and ascertain if there are not 
some useless motions, investigate new 
machinery, study tremendous wastes of 
postage stamps, etc. 

The appearance of letters going out 
from the office reflects on the company 
and holds the standard high, Keep. in 
mind the human element and have 
conditions of light, lighting, tempera- 
ture and ventilation at the most ad 
vantageous standard. Have your room 
neither too light or too dark, not too 
hot nor too cold, and you will get 
more and better work from your em- 
ployes. 

In the last few years it has been 
discovered that some workers do not 
know how to work. There may be one 
hundred ways of doing the same job 
in a mailing room and, of course, 99 
of them must be wrong. 








A Real 
District 
Manager 


is wanted for one of 
the best territories in 
the most prosperous 
section of the nation. 
This is a real oppor- 
tunity for a first class 
man. 
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REAL SATISFACTION 


Fo ee OUT TTT TIN TAMU MULL 


Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 


220 BROADWAY 


Phone 6030 Cortlandt 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
OLDEST -LARGEST~-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 


$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1917: 





DARED 21000 deprcescocccoceseseses $ 16,560,439.04 
Liabilities ......... 14,143,626. 
Capital and Surplu 2,216,812. 
EMOUFARCS 1M FOTO. cccccccccccccccccces oten 131,790,562. 
Payments to Policyholders since Org 19,612,616.08 


Is paying its Policyholders nearly.............. 











GOOD TERRITORY FOR LIVE AGENTS 


——_-— 


--1,500,000.00 annually 

















Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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Taxation of 
Business Insurance 


PROTEST 





TEXT OF MILWAUKEE 


Northwestern Mutual Life Agents 
Ask Other Agents to Tell Facts 
to Congressmen 








At the recent annual meeting of the 
Northwestern Mutual Life’s Agents’ 
Association the following resolutions 
were adopted relative to taxation of 
business insurance: 

Whereas, life insurance by corpora- 
tions and partnerships on the lives of 
officers or members is a recognized 
necessity in business circles to protect 
and stabilize pusiness, as fully as any 
other class of insurance; and 

Whereas, the present income tax 
law, by including the proceeds of such 
insurance in the income of the busi- 
ness and subjecting the same to such 
heavy taxes as to make the carrying 
thereof prohibitive, 1s an unjust dis- 
crimination against this class of in- 
surance; and 

Whereas, many firms and companies 
by reason of discriminatory taxation 
have already surrendered and discon- 
tinued business protective insurance 
and others contemplate doing the same 
as future premiums shall fall due; and 

Whereas, a general revision of the 
income tax law is impending; 

Therefore, be it resolved by the 
agents of the Northwestern Mutual 
Life Insurance Company, in annual 
convention assembled, that this injus- 
tice and discrimination be brought to 
the attention of Congress; that each 
agent use all honorable means to con- 
vince his Representative and Senator 
that the law should be at once s0 
amended that this discrimination and 
unfairness may be speedily eliminated 
and repair, so far as now possible, the 
damage already done. 

In support of the above, we submit, 
stated briefly and without argument, 
the following as a few only of the 
many reasons that might be urged: 

Insurance to protect business against 
loss is to restore assets destroyed. For 
this reason buildings, machinery and 
other property are insured against fire, 
damage or theft. If a loss is paid un- 
der any other kind of insurance, the 
proceeds are not considered income, 
but are treated, and properly so, as a 
replacement of the assets that were de- 
stroyed. 

A business manager, in the full vigor 
of manhood, who is the financial 
strength, or the brains, or the energy, 
or all combined, of a business, is an 
asset infinitely more valuable than any 
mere piece of property can be, If sueh 
a man dies, the business sustains. a 
loss far greater than if a building or a 
factory burns. Life insurance money 
on that valuable life paid into the 
treasury of that business does not be- 
gin to replace the loss as old buildings 


or equipment are replaced by new. 
The money so paid is in fact and ought 
to be so recognized by legislation, a 
replacement fund and not income. The 
proceeds of life insurance so paid is 
no more income than is a check from 
a fire insurance company to replace 
buildings or equipment. 


The present law should be so amend- 
ed as to not discriminate against those 
who carry business insurance, who fol- 
low the commendable plan of protect- 
ing creditors and business associates. 
There is no reason why insurance 
against the greater loss and one which 
must come should be treated with less 
favor than insurance against lesser 
losses by fire or other casualty which 
may never occur. 

No insured is under obligation to 
continue the insurance. Policies may 
be lapsed by the owner at any time; 
and if, as is the fact, a large amount 
of business protective insurance has 
been or will be lapsed, the Government 
gains nothing by continuing the tax 
on the statute, for there will be no in- 
surance proceeds to tax—-illustrating 
again the fact that an unfair or unjust 
tax is bad both for the Government and 
the tax payer. It defeats its own pur- 
pose. 

The present law, as applied to busi- 
ness insurance, particularly to corpo 
rations, where such proceeds are i 
cluded also in computing the war ex- 
cess profits tax, is prohibitive. The 
tax may run as high as 60 per cent. 
of the amount received and the result 
is the owner of the policy pays 100 per 
cent. premiums and gets 40 per cent. 
protection. 

It does not help that the insured may 
survive the war and the period of high 
taxes; this class of insurance is car- 
ried for present protection, to replace 
assets destroyed; it is not a specula- 
tion on the life of the insured. 

Any business produces revenue to 
the government under the income tax 
in proportion only to its earning ca- 
pacity and income. When crippled by 
the death of an important manager and 
the loss is not replaced, the result is 
diminished net earnings—a permanent 
reduction of contributions to income 
taxes, which more than offsets the loss 
in revenue on one item of income for 
a single year. The tax is not support- 
ed by logic, nor indeed will it result in 
producing substantial revenue. 

While pointing out the injustice of 
this tax, we assure the Government 
and Congress that there is not the 
slightest desire to evade the payment 
of any equitable tax to meet the ex- 
penses of the war. The direct personal 
work of life insurance agents of the 
United States, the financial support of 
insurance companies, is, we trust, suf- 
ficiently distinctive and far reaching to 
establish the full confidence of the Gov- 
ernment and Congress in the hearty 
co-operation of life insurance compan- 
ies and their representatives in these 
strenuous times, 





Satisfied? 


S your story as an Agent 
Finished, or are you still 
waiting for the Big Chapter? 


Valuable Openings in Productive Territory 
For Energetic Ambitious Men. 


Maryland Acmmenes ( cecpevation 


Baltimore 


LIFE 
HEALTH 
ACCIDENT 


JOHN T. STONE 
President 


“LIVE AND DIE WITH ASSURANCE” 











PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,604,426,324 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 
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THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
of the Company and the Institution he represents. 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural resources, and 
thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
and their beneficiaries, meriting the appellation—the 
Great Policyholders’ Company. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Jesse R. Clark, President. 








The stronger the rear guard, the greater the 


Agency Force are: 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s,,superior earnings, 
tavorable mortality, and economy ‘df ‘miuhagement. 


of Cincinnati, O. Allan Waters, Second Vice-President 
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Provident agents find that in these war times it is not 
difficult to convince a man he is not carrying sufficient 
insurance. 


Provident Income Insurance is easy to sell 


Write for Information 


THE PROVIDENT 


Life and Trust Company of Philadelphia, Pa. 


Founded 1865 


ae 

















THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 











INSURANCE COM 
OF BOSTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent 


| Metropolitan District 
‘St. Paul Bldg., 220 Broadway, New York, N. Y. 











Hepburn Article 
Helps Sell $30,000 


WILKES-BARRE BUSINESS POLICY 


Attorney for Insured Tells Why He 
Gave Insurance Protection 


Advice 


In Wilkes-Barre, Pa., the Wilkes-Barre 
& New York Carrier Corporation has 
taken out $30,000 business insurance. 
The line is carried by the Pacific Mu- 
tual. In telling why he advised the 
insured to buy this Attor- 
ney J. P. Lord, of that city, presented 
the case of business insurance in this 
concise manner: 





insurance 


“As counsel, I recommended it for 
the reason that we could not lose any 
of our officials without severe financial 
loss, and for the following additional 
reasons: 

“For the credit it gives us. 

“Because I believe it is as essential 
for all corporations to carry business 
insurance on their officers as it is to 
carry fire insurance on their property. 

“Because a prominent banker here in 
Wilkes-Barre, George O. Motter, cashier 
of the Hanover Bank, recommended it 
as a safeguard to our business and a 
help to our financial standing. 

“Because I am informed that all the 
Federal Reserve Banks are requesting 
information from their applicants for 
loans as to the amount of life insur- 
ance carried by the business or the 
individual. 

“Because of the statement by Mr. 
Hepburn, the great banker, as to its 
necessity fortim corporaticn. 

“Because generally it is a business 
necessity. 

“Because the whole trend of bank- 
ing in the United States today is to- 
ward more scientific study of the bor- 
rower’s responsibility, the development 
of standard forms of security and the 
reduction of rates of interest. 

“Because as an attorney for private 
as well as corporate interests, I realize 
the financial stability it gives, especially 
where there are obligations.” 


$100,000 INCOMES 





Twenty-two Insurance Agents Figured 
In This Fortunate Class 
Last Year 





In Washington it is announced by 
the income tax office that twenty-two 
insurance men earned more than $100, 
000 last year. 

Four commercial travelers showed 
incomes of over $100,000, as did two 
saloon-keepers, one professional sports: 
man, eighteen hotel proprietors, and 
twenty-two insurance agents, Actors, 
singers and musicians to the number 
of 914 showed incomes of $11,128,000, 
a net average of over $12,000. Five of 
these incomes were over $150,000. In 
the class of authors, editors and re- 
porters, there were sixteen incomes 
better than $100,000, and two above 
$500,000. Twelve ministers of the gos- 
pel showed incomes of more than 
$50,000. 

The legal profession earned the 
greatest total incomes among profes- 
sions, although the average income 
among engineers was higher. 

Of the 23,000 manufacturers in the 
country in 1916, one in every ten made 
returns, paying a total of 12 per cent. 
of the tax; of the merchants, one in 
ten made returns, paying 12.5 per cent. 
of the tax; of commission brokers in 
all fields, one in five, paying 8 per 
cent.; real estate brokers, one in four, 
paying 0.83 per cent.; lawyers and 
judges, one in five, paying 2.5 per 
cent.; mine owners and operators, one 
in six, paying 4 per cent. One farmer 
in about every 400 made returns, pay- 
ing an aggregate of 1 per cent. of the 
tax, one teacher in every 200, one 
clergyman in about every seventy-five. 

WINS ROSEN WATCH 

The watch offered by Harry B. Rosen 
to the man who would win the presi- 
dency of the Fidelity Leaderg’ Club of 
the Fidelity Mutual Life was awarded 
to Clayton M, Hunsicker, of Philadel- 
phia. The watch, of gold, was set with 
diamonds, rubies and sapphires. 

During the last ten days the P. F. 
Huff Agency of the Travelers wrote 
$1,007,000, including three $100,000 and 
four $50,000 cases, all the business 
having been written by agents of the 
office, 


Metropolitan Life’s 
Employes’ Disability 
23,906 CLAIMS PAID LAST YEAR 


Company Pays One-half of Premiums 
—Two-thirds Salary First 
26 Weeks 


In August, 1914, the Metropolitan 
Life offered to employes an insurance 
plan under which provision could be 
made against sickness and accident. 
The Company pays one-half of the pre- 
miums. On December 31, 1917, 14,893 
(over 80 per cent. of those eligible) 
employes had availed themselves of 
this offer. Of these, 4,147 (about 80 
per cent. of those eligible) were home 
office employes, and 10,746 (about 83 
per cent. of those eligible) employes 
in the field. During 1917, a total of 
23,906 claims, amounting to $268,078.26, 
were paid. Of these, 10,720 were on 
home office employes and 13,186 on 
those in the field, 

The policy provides for the payment 
of twothirds salary during the first 
twenty-six weeks of illness, beginning 
with the eighth day of sickness. From 
the beginning of the twenty-seventh 
week of sickness to the expiration of 
the fifth year of sickness, one-half of 
the original benefit is paid. After this 
time until the employe reaches age 65, 
one-quarter of the original benefit is 
paid. 

The Company has provided for the 
first seven days of sickness by a grad- 
uated scale of absence credits against 
which an employe may charge days of 
absence due to sickness or other un- 
avoidable absences not provided for by 
the disability policy. In other words, 
there is a complete provision against 
sickness. 

Absence Credits 
Absence credits are graded so that 


Length of Service 
Less than 1 year 


1 year or over, but less than 5 years..... 
Over 5 years, but less than 10 years... 
Over 10 years, but less than 15 years..... 
Over 15 years, but less than 20 years... 
Over 20 years, but less than 25 years..... 
SO Sirt s bikc 509 oe he nee omwedaen 
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length of service is emphasized and en- 
couraged, 
Life Insurance 


It is but natural that as an insurance 
company the Metropolitan should en- 
courage its employes to carry life in- 
surance. Believing, moreover, in the 
value of group insurance by which all 
employes are insured under one pol- 
icy, it was natural that the Company 
should have taken out such a policy on 
its own employes. During the year 
1917, 48 claims were paid on the lives 
of members of the field force, with in- 
surance aggregating $61,377. 


Allowances 


The Company has continued its prac- 
tice of providing for aged and disabled 
employes who have been a long time 
in the Company’s service. During the 
year the following rule in regard to 
retiring home office employes was put 
into effect: 

“Any home office clerical employe 
insured under the group health policy, 
having passed age 65, whether inca- 
pacitated or not, may, if he desires, 
be referred, on the recommendation of 
the section head, to the executive to 
he retired at one-third salary.” 

This is one of the most liberal dis- 
ability plans that has been adopted by 
any company, as it practically assures 
every disabled or superannuated em- 
ploye the equivalent of one-third sal- 
ary for life. 

During the past year, the Company 
authorized the payment of allowances 
to 798 field employes to the amount of 
$251,594.11, and to 201 home office em- 
ployes to the amount of $26,516.68. 





WALLINGTON SUCCEEDS LONG 

Following the resignation of Leo F. 
Long from the Grange Life of Michigan, 
the Company has appointed Ivan D. 
Wallington as superintendent of agents. 
Mr. Wallington was at one time state 
manager for the Pittsburgh Life & 
Trust in Michigan. 





Absence Credits 





... 1 day for each month of service in 


any calendar year at two-thirds pay 
.12 days each year at two-thirds pay 


...12 days at full pay 


.15 days at full pay 


...18 days at full pay 


.21 days at full pay 


...24 days at full pay 

















Service—First, Last, and Always 


The agent who is selling insurance in a company which for sixty-seven years has 
been rendering unexcelled service, does not 
will find enthusiastic friends ready to bear witness that there is no better company 
in the land than the old Massachusetts Mutual. 
the past and the low net cost of the perfect protection we furnish, make a com- 
bination that assures success to any real worker in the field. 


Ogcasionally we have a General Agency opening 


JOSEPH ,C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


work alone. Wherever he may be, he 


Our enviable record for service in 








Incorporated 1851 





| 54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 








The 1917 Record of Efficient Service 
by our Competent Agengy; Force 


New England Mutual Life Insufaince Co. 
Boston, Mass. 
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LIVE HINTS FOR BUSINESS GETTERS 





Pracnca Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














A home office man 
recently remarked 
that never in his 
experience had 60 
many farmers all 
policies. Twenty- 
come from the 
formerly a ten 


Where Yearly 
Allotments 
Will Come From 


applied for large 
fives and fifties now 
rural sections, where 
was a curiosity. The “Monthly Re- 
view” of the George Washington Life 
observes that now the first half of the 
year has ended many solicitors will 
doubtless pause for a moment and en- 
deavor to decide what course to pursue 
in order to fulfill yearly allotments. 
This should not be a serious problem, 
for there is one class of prospects who 
will soon be buying larger policies than 
they ever have before in the history of 
this business, They are the farmers. 

Resolve at once to begin an intensive 
campaign among the farmers, but first 
of all place yourself in a position to 
give them the kind of advice on this 
subject they have not all been fortunate 
enough to have had in the past. 

It will be important to know whether 
or not the farmer owns his land. Where 
the farm is incumbered it is necessary 
that sufficient insurance is carried to 
pay off the mortgage in case of death. 
Where the farm is clear it is more diffi- 
cult to decide just what amount should 
be carried. In such cases it might be 
well to disregard the amount to be ap- 
plied for and consider first the sum 
the farmer can afford to set aside as a 
savings fund for old age. Looked at 
from this angle, farmers, as a general 
thing, are much under-insured. 

Assume that a farmer, age 35, owns 
50 acres of land all of which is under 
cultivation. You will have no difficulty 
in convincing him that even in poor 
years he should set aside at least $3 
of his income from each of the 50 acres 
as a reserve for the years when his age 
will prevent active work. This would 
mean $150 and will purchase $4,000 20 
pay endowment at age 65. Should he 
live to 65, $1.38 will be returned for 
every $1 so invested without including 
the interest earnings of his deposits. 
Then should death occur during the 
20-year saving period, his family would 
receive the amount he had planned to 
save, 

* ak La 

Everybody has a per- 

sonality. It is what 

makes or breaks many 


Getting Some- 
thing Out of 


Personality of us. The hardest 
worker with a poor 

personality will make but a_ partial 
success. What the Federal Life says 


to its representatives about personality 
is true to the letter. Here it is: 
Many representatives possess pleas- 
ing personalities, but underestimate 
their abilities. ‘They lack self-confi- 
dence and self-belief and hence do not 
achieve what they really are capable 
of accomplishing. A pleasing person- 
ality, properly utilized, will bring your 
prospects closer to you--will give you 


more confidence in yourself, and make 
you more sure of securing the _ sig- 


nature on the dotted line. The glint 
of the eye—the warmth of the hand- 
shake—the smile of good fellowship 

the frankness of expression—the gen- 
eral “make-up” and its myriad details 
all unite in making personality—some- 
thing that stamps each person as sep- 
arate and distinct from all others. The 
representative with pleasing personality 
and individuality makes prospects glad 
to see him, and if he has persuasive- 
ness and ability back of that pleasing 
outward manner he secures the appli- 
cation. Add to personality, ability and 
sincerity—believe in yourself and cul- 
tivate thoroughness in imparting infor- 
mation to others. Personality is a 
heritage with some, but with many it 





is* an acquisition. Personality and 
diplomacy—tactfulness and adroitness 

make the approach easier, the con- 
versation and selling talk smoother— 
the closing quicker, more certain and 
permanent. Bear in mind, however, 
that personality is not acting; it must 
“ring true.” It must be backed by 
confidence, fortified by knowledge, and 
by the compelling force of truth and 
sincerity. 

Therefore, develop personality—drop 
those things that jar on the nerves of 
others—carry the feeling of freedom, 
not breathless bustle and agitation. 
Particular attention should be paid to 
outward appearance—to manner and 
speech because personality that pleases 
must be the embodiment of many 
worthy qualities. 

Progress and success will be yours 
so long as you believe in yourself and 
carry and use a personality that pleases. 
The world is ready to give you its best 
freely if you deserve it, and you will 
deserve much if you acquire a pleasing 
personality and a justifiable, well poised 


self-confidence. 
+ * * 
A writer in the 
Modern Salesman John Hancock 
Doesn’t Use “Field” remarks 


that it used to be 
imagined that the 
man who made good as a salesman was 
a rare sort of animal who snared his 
prey or ran it till it ‘was all tired out 
stuck its head in the sand—then 
speared it. Maybe it’s still so, but it 
appears to us that the modern sales- 
man is of somewhat different get-up. 


Appears to us, that the fellow who 
brings in the most real orders or ap- 
plications, as the case may be, now-a- 
days, is the same one who notices and 
talks kindly to the little folks; who is 
able to see something to admire about 
the way Mr. Jones keeps his garden, 
his store, his chickens, his family or 
his job—sees these things and enjoys 
them—honestly admires them without 
any expectation of gain. 

Instinctively, this modern sales chap 
believes his mission is an honest one, 
a worthy one, and, therefore, he does 


Make-up 


not approach people in make-up, but 
just as a natural human being. He 
has nothing to hide--he knows (un- 














Metropolitan Life Insurance Company 
Home Office Building 





THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force... .$3,936,181,898 
It is greater than any other company 
in America in the number of its 
er ee . 18,262,933 
It stood first in the weeld in amount 
of insurance — in 1917 

. -$791,060,002 
It stood first in he would in gain 
in insurance in force in 1917 
rican errr ©: fo. 

It stood first in the world in gain in 
income in 1917...... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 








consciously perhaps) that he is his 
non-professional manner breeds con- 
fidence. He feels at home in his pros- 


pect’s house, and his prospect, too, feels 
at home. When, in the natural course 
of events. two men get together in such 
a way and one of them has something 
to sell—the other one is just about 
sure to buy. Don’t suppose this sales- 
man we're cnoaking of would know the 
“psychological moment” from the com- 
monest species of moments, but seems 
to us, he is the real thing in selling. 
ee @ 


Speaking of the old 


Teaching days of hat passing, 
That Interests the “Penn Mutual 
Are Mutual News Letter” says 


that with the coming 
of life insurance, duty was substituted 
for dependence and co-operation for 
charity. The self-respecting man could 
now provide for his family in event 
of his death by the simple method of 
paying during his life-time for just such 
a contingency. All he had to do was 
to join with neighbors as thoughtful, 
industrious and thrifty as himself, each 
contributing to the same purpose ac- 
cording to benefits desired, so that 
when death happened to any one, the 








Seventy-Five 


Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 


Having completed its 75th 


fiscal year on the 31st of 


December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
‘of New York 


34 NASSAU STREET, 





NEW YORK CITY 





amount paid from the common fund 
was accepted by the family as a right, 
as something having been paid for and 
properly belonging to them and not as 
something given to them for which 
they were expected to be grateful. 
Important as the business is, and 
undenied as its benefits are, it yet sur- 
vives and is extended only by the most 
strenuous work; by the personal, face 
to face and heart to heart appeal of 
its agents; in this respect bearing a 
close analogy to the teaching which 
experience has proven necessary to the 
propagation of religious and ethical be- 
liefs. Its advocates therefore are in 
the highest sense teachers inculcating 
the truths that men’s interests are mu- 
tual, not antagonistic, that happiness 
consists in working together and help- 


ing each other, that in this way all 
are benefited and none is_ injured, 


and that where the cause for unhappi- 
ness lies in anxiety touching the future 
welfare of dependents, adequate life 


insurance is the sovereign remedy. 
- - . 


Before hiring a young 
Training man I always ask as to 
Young Men old-line life insurance, 
To Save and when he says he 


has a thousand or two 
I reason he has something in his mind 
which will make him a more than usu- 
ally valuable man to my firm. The cost 
of one thousand dollars straight life 
policy at eighteen is about thirty cents 
weekly. How easy it is for you, after 
a cub has been three months in your 
employ, and if you want to keep him, 
to call him into your office and explain 
the many advantages of life insurance, 
offering to advance the premium for a 
half or a whole year, the policy to re- 
main in your hands as a matter of busi- 
ness discipline to him, on condition 
that the applicant would leave with the 
cashier every week a pro rata of the 
premium to repay you, and another pro 
rata to cover the next year’s premium, 
in this way training him to have it in 
advance.—J. W. Hamilton in the “Dry 
Goods Report.” 





$500,000 A YEAR 


W. A Hinshaw has just completed 
his first twenty-seven months as rep- 
resentative of the Bankers Life Com- 
pany. His paid-for business for that 
period has amounted to $1,001,500, and 
the total number of policy holders rep- 
resented by that amount of business 
is five hundred and seventy-nine. His 
average premium for the entire amount 
of business has been over $38 per thou- 
sand. His total of applied-for business 
is approximately $1,100,000. 
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HARTFORD NOTES = 
EAM UM 


Dr. Edward K. Root, medical exam- 
iner of the Aetna Life Insurance Co., is 
cruising on Long Island Sound. 

David R. Woodnouse, attorney for 
the Hartford Accident & Indemnity Co., 
is spending a week on the golf courses 
of Manchester, Vermont and Bethle 
hem, N. H. 

Morgan B, Brainard, treasurer of the 
Aetna Life, and Charles H. Remington, 
assistant treasurer of the same com- 
pany, are spending a few days in Can- 
ada on a fishing trip. 

A daughter was born last week to 
Mr. and Mrs. Arthur H. Hughes. Mr. 
Hughes is an accident underwriter for 
the Travelers Insurance Co. 

Geo. B, Chandler, compensation com- 
missioner in Connecticut, is touring the 
White Mountains in company with Lt. 
Paul Perigord of the French Army. 

John M. Laird, actuary of the Con- 
necticut General, and Mrs. Laird and 
son, have returned to Hartford after 
spending a month at New London, 
N. H. 

Chas. E. Gilbert, secretary of the 
Aetna Life, and Mrs. Gilbert, are 
among the recent arrivals at the Craw- 
ford House in th+ White Mountains. 

Edward M. Day, an insurance attor- 
ney of Hartford, aud a director of the 
Phoenix Insurance Co., is doing import- 
ant work in WahLiugton as director of 
the Red Cross, Bureau of Communica- 
tions. 

Lt. Geo, A. Hunt, formerly of the 
Connecticut Mutual, but now a lieuten- 
ant in the 23rd Infantry, U. S. Army, 
has returned to his home in Hartford 
after having seen hard fighting at Cha- 
teau Thierry last June. 





LAL 


INHERITANCE TAX IDEA 

A life insurance policy made payable 
to one’s estate is included as a part of 
that estate in computing the Federal 
inheritance tax. If this same policy, 
however, is made payable to a relative 
such as wife, daughter, etc., it is not 
included in the tax, A life insurance 
man who is awake to this condition 
cannot only ingratiate himself with his 
client but also by endeavoring to as- 
sist other heavily insured individuals 
in changing policies from estate to 
beneficiary with insurable interest may, 
by so doing, find a prolific field for 
added insurance. 


POSTOFFICE MEN PROSPECTS 

The postoffice department ordered 
salary increases in offices throughout 
the country, effective July 1. Each 
clerk and carrier and other employes 
who have been receiving less than $2,- 
200 a year are to receive a straight 
increase of $200 a year, while employes 
who have been paid more than $2,200 
yearly will have a 5 per cent. salary 
raise. Therefore they are good pros- 
pects for insurance. 


“CAN’T AFFORD IT” 





Frank W. Clark, Los Angeles, Thinks 
That Statement Hardest 
to Meet 





The most difficult objection for a life 
insurance agent to meet is “I cannot 
afford it.” 

Frank W. Clark, Pacific Mutual, Los 


Angeles, Cal., tells how he meets this 


objection, his article being printed by 
the “Pacific Mutual News.” Mr. Clark 
says: 

“T have found that applicable human 
interest stories are most effective un- 
der these conditions. It is very often 
that the man sincerely believes that he 
cannot afford to pay the premium. It is 
up to the representative of the Company 
to convince him that he cannot afford 
to do otherwise. Is is very likely that 
the policyholder will mention several 
expenditures that he is being called 
upon to make and obligations that he 
has assumed that must be taken care 
of in fhe future. I always endeavor to 
picture to this man the pitiful state 
his wife and children would be left in 
should he be taken away tnder these 
conditions, especially without any life 
insurance to liquidate his debts. Ask 
him to mention any other cause to 
which he is paying an _ equivalent 
amount of money each year that means 
so much to his family. Sentiment and 
sincerity will get the desired result if 
anything will under these conditions.” 


BRITISH :NVESTIGATION 





Will Inquire Into Industrial Insurance 
—Questions Discussed in House 
of Parliament 





London, July 25.—The president of 
the Board of Trade was asked whether, 
In view of the repeated statements by 
members of Parliament that the life 
insurance companies, with profit to 
themselves and loss to the assured, 
have lapsed millions of life insurance 
policies during the last year or two, 
he will appoint a small committee to 
test the accuracy of these statements, 
to ascertain whether the provisions of 
the Courts (Emergency Powers) Act, 
which are designed to protect indus- 
trial policyholders, are being evaded; 
and whether there is reason to suppose 
that the life insurance companies are 
making profit out of the war, or are 
treating their members unjustly.in the 
matter of war extras, etc.? 

Answer: I do not think the appoint- 
ment to a committee, with a reference 
limited to the points to which my hon. 
friend draws attention, would be satis- 
factory, but I have under consideration 
the question of a more general inquiry 
into industrial life insurance. business. 


W. H. Joyce, of Buffalo, led all Pru- 
dential superintendents last year in 
new net business. H. R. Kendall, of 
Louisville, was second. 




















To the Man Who is Willing—and Will 





SAN mow 


Sgn NOE rT. 


We are prepared to offer unusual opportunities for money-making 
NOW and creating a competence for the FUTURE. 


FOR CONTRACTS AND TERRITORY, ADDRESS 


H. M. HARGROVE, President 











Beaumont, Texas 














Missouri State Life Policies Rich In Selling Points 








Facts— 


Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 
Policy Contracts New and Attractive 
Non-Participating Policies 


eyes" 0 


Participating After End of Premium Paying Period 
Operating in 38 States, and the Territory of Hawaii 


Missouri State Life Insurance Company 


Fastest Growing Life Insurance Company in America 
Home Office, St. Louis, Missouri 




















Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” This DIRECT LEAD 
SERVICE helped to make 1917 the best year in Fidelity’s history. 


AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


Walter LeMar Talbot, 
President 


Insurance in force over 
$142,000,000 











NIAGARA LIFE BUILDING 


— @ 


The Combined 


Life, Sickness 
and Accident 


policies, sold only by the 





(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 











Communicate with 
E. H. PUKKE 
Vice-Pres’t & Gen’l Manager 
BUFFALO, N. Y. 


Mohawk Cor. Franklin Street, Buffalo, N. Y. 


Niagara Life Insurance Co. 








—— 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 
Secretary; W. E. Schram, associate edi- 
tor. The address of the officers is the 
office of this newspaper. Telephone 2497 
John, 

Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter Janu- 
ary 4, 1907, at the Post Office of New 
York, N. Y., under the act of Congress 
of March 3. 1870. 


THE AGENT’S FIRST YEAR 
The “Life Insurance Courant” de- 
votes more than two pages to a con- 
cemnation of home office life insur- 
ance sales direction by an agent who 
has been in the business a year, dur- 
ing which time he was successful. 
This agent is amazed at what he calls 
lack of appreciation given the new 
agent, meager educational facilities of- 
fered or (when there is education), of a 
poor quality. He finds the average 
company so indifferent about the 
agent’s financial considerations that it 
“will permit him to starve in the street 
rather than buy him a ten-cent bowl 
of soup.” He declares that the life 
insurance company has no soul, that 
there are few men in it of ability, edu- 
cation and standing; and the compan- 
ies “make it impossible for a man with 
the elements of success in him, with 
enthusiasm and optimism to seek out 
life insurance as a preferred vocation,” 

He even says that he has known 
men of his acquaintance in life insur- 
ance who know practically nothing 
more about the business to-day than 
they did one year ago. 

Mostly stuff and nonsense. There is 
no business in this land of business 
where a new man can get as much 
assistance from others in his profes- 
sion as in life insurance. Preachers 
and advisors are as thick as huckle- 
berries in the Adirondacks. Every- 
body will help him; the man at the 
next desk talks his ear off advising 
what to do as well as what to avoid; 
the brother agent at the end of the 
room tips off the article that he read 
in So-and-So’s magazine which has 
aided in landing a $100,000 case; the 
general agent gives him all the point- 
ers that he can absorb, with some he 
can’t; the home office is constantly 
sending out information of value. 
There are experience talks, lectures, 
quizzes, question boxes, periodicals. 

There have been s0 many books 
written that it would take a library 
of many shelves to house them. 

The agent who wrote the “Courant” 
article says he has been in business 
for a year. There is enough good 
literature on life insurance to keep 
him busy for at least a year if he will 
devote every night to these books and 
pamphlets for a year. Wonder if he 
did so? It takes at least two months 


to read and absorb the Armstrong in- 
vestigation alone, in which volumes 
the fundamentals of insurance are dia- 
cussed by experts, many of whom are 
dead, In this office is a book on the 
“Inheritance Tax,’ which we'll defy 
this agent to absorb in less than a 
week. 

Into this highly specialized field, 
where there are at least 100,000 agents 
and many new ones constantly receiv- 
ing the rate book, this agent evidently 
thinks that a new man can enter and 
be furnished a complete equipment 
which will enable him to master the 


great science of life insurance in a 


few weeks. Some companies have 
more than 10,000 agents, while they 
have only a handful of officers. Does 


this agent feel that each new agent is 
to be personally received at the home 
office and given an individual recep- 
tion? It is impracticable. Life ingur- 
ance cannot be rolled up into a cap- 
sule and fed the agent in such a large 
dose that he nothing but the 
first ministration of the medicine, The 
agent must have more than knowledge; 
its a case of going out, rubbing shoul- 
ders, getting one’s own experience in 
addition. While there is room for con- 
siderable improvement in the treat- 
ment of novices, to say that a great 
deal of care is not lavished upon them 
is untrue, and every time an agent is 
employed it means considerable ex- 
pense. Just how much has been fig- 
ured out by E. A. Woods. 

Such allegations as enthusiasm and 
loyalty being killed by the “indifferent 
manner” in which agents are treated, 
and that life insurance has not in it 
many men of ability and learning an- 
swer themselves. In short, look around 


needs 


you and gee. 

And is it not strange that despite the 
handicaps which this agent says are 
thrown about the new men in the busi- 
ness that he was able to write more 
than $300,000 his first year? If con- 
ditions were as black as he paints them 
he couldn’t do it. 


TRACEABLE TO BAD HOUSING 


The effect of fatigue upon industrial 
workers, as a cause of accident and 
disease, is well known. A student of 
this subject said recently that in his 
opinion most of our hotels are admir- 
ably constructed to promote non-indus- 
trial fatigue. “The houses of the work- 
ers,” he says, “are admirably located, 
in general, and are constructed, appar- 
ently, for the sole purpose of making 
it impossible for the working man to 
secure the rest necessary for him to 
go ‘back to his work properly recuper- 
ated, to take up the burden of the day. 
The fatigue that comes from insuffi- 
cient sleep and rest at home is not in- 
dependent of industry, for it harks 
right’ back to one of the prime re- 
quisites in industrial hygiene, the most 
hygienic thing that any employer can 
do is to pay a living wage.” 

So much for the living wage argu- 
ment. One might go on increasing 
wages indefinitely and the hotel keep- 
ers and the landlords who. supply hous- 
ing for the workers would continue to 
furnish just as poor quarters in just as 
poor locations, in just as poor condition 
as before, and keep increasing the rent 


THE HUMAN SIDE OF INSURANCE 


























PREDERICK W. FULLER 


Fred W. Fuller, general agent of the 
Equitable Life Assurance Society, 
Springfield, Mass., found time to write 
close to $2,500,000 of personal pro- 
duction last year, and there is no tell- 
ing what he will do this year as will be 
seen by reading the story on the front 
page of this paper about the du Pont 
insurance. 


+ * a 
A. E. Forrest, president of the North 
American Accident. Chicago, made a 


brief stay in New York this week. He 
had been in Atlantic City with Mrs. 
Forrest and stopped in New York on his 
way home. 

od * * 

William MacGill has been elected 
president of the Baltimore Life Insur- 
ance Company to fill the vacancy 
caused by the death of Frank Stro- 
bridge. S. D. Powell has been elected 
secretary. Mr. MacGill went with the 
Baltimore Life in 1892, later became 
superintendent of agencies, and from 
that office was promoted to secretary. 

s s a: 

Henry D. Lindsley, former president 
of the Southwestern Life Insurance 
Company of Dallas, is now chief of the 
War Risk Section in France, succeed- 
ing Major Willard D. Straight, formerly 
representative of the War Risk Bu- 
reau, with headquarters in Paris. 





ATTITUDE ON FORMS 

As an indication of the attitude com- 
panies are taking toward the proposed 
standard accident and health policies, 
what the Chicago Bonding & Insurance 
says to its agents is significant: “We 
have seen a good many attempts at 
reform in the past and we are firmly 
of the belief that the present attempt 
is going through. Any agent who is at 
all familiar with the accident business 
will admit that the policies sold today 
are entirely too liberal. 








to correspond with the increases in 
wages. Why not attack the evil of 
poor housing at its source? One can- 
not remove or destroy all the dwell- 
ings that are not well located or in 
g00d condition; but at least they could, 
in many thousands of cases, be made 
safe and reasonably healthful places 
to live in. Then there would not be 
s¢ much fatigue and there would be 
fewer accidents and disease attributed 
to occupational causes. 


Charles R. Page’s appointment on the 
United States Shipoing Board drew 
from the “Fireman’s Fund Record” this 
week the following comment: “It is 
with no little pride that the marine de- 
partment of this Company looks upon 
the selection by President Wilson of 
one of its chief men, Charles R. Page, 
to act on the United States Shipping 
Board. We are glad that we are able 
to loan such a valuable man to the 
government,” 


* * - 

James E. Rhodes, 2d, who went to 
France about the first of March to 
serve with the Y. M. C. A., laying down 
for the time being his work as exam- 
iner in the liability claim department 
with the Travelers, has been appointed 
by the Company to act as adjuster on 
claims arising from the group insur- 
ance on Red Cross workers. The Travy- 
elers handles the health and accident 
insurance for these workers in France. 
as well as a portion of the life insur 
anc”® risk. 

” * . 

Seraeant Frederick D. Williams, of 
Bet‘ery B. 269th Brigade, British Royal 
Field Artillery, and formerly a Trav- 
elers agent. died in a hospital in 
France on May 1, Mr. Williams as an 
agent reported through the Newark 
Branch. As a soldier he was twice 
gassed and twice wounded, and had 
been cited in generai orders several 
times for bravery. He was thirty-five 
years old. 

se © 

Harold A. Dart, of the home office 
of the Aetna Casualty & Surety, who 
is now at Fort Oglethorpe, Ga., has 
been made a corporal. 

. > 


Lloyd A. Souville, of Brooklyn, who 
is district manager for the Massachu 
setts Bonding, is to run on a “dry” 
platform against Thomas E. Brownlee, 
for Assembly in the Eleventh District 
Mr. Souville is well known in the 
Sleventh Assembly District. He is the 
father of Russ Souville, the Erasmus 
Hall football player, and has two other 
sons, Lloyd and Lawrence, now in 
France as members of the 106th Ma- 


chine Gun Battalion, formerly the 
First New York Cavalry. 
* + ~ 


Russell Andrus Simons. son of Rus 
sell M. Simons, general agent of the 
Home Life of New York at 115 Broad 
way, New York City, and Mrs. Simons, 
arrived at Upper Montelair, N. J.. on 
Saturday. Mother and son are doing 
well. 


HEAVY BURGLARY BUSINESS 

One New York casualty office reports 
an increase of fifty-one per cent. in 
burglary premiums so far this year. 
Other offices have experienced heavy 
increases. These increases are largely 
owing to the war. The banks insist on 
insurance of various kinds to cover 
goods on which they have lent money 
heavily, which goods are for account 
of various foreign governments. Were 
it not for this none of this new bur 
glary business would have been ob- 
tained, It is reported that $1,000 pre- 
miums are common and that often they 
run much higher. One underwriter said 
that $500,000 worth of goods are 
govered in a _ Brooklyn’ warehouse 
These goods are for Russia but they 
will not be shipped until the conditions 
there are better. The losses on this 
class of business have been few, while 
the loss ratid on ordinary residence 
and mercantile business has not been 
abnormal. Should this condition con- 
tinue a highly favorable showing should 
be made for the year. Of course, in 
the end the foreign governments have 
to pay for this extra insurance insisted 
upon by the banks. 
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Committee to Study 
Excess Lines 


MANY PROBLEMS HAVE ARISEN 





Insurance Needs of Property Owners 
Unprecedented Because of War— 
Frank Lock Chairman 





So many problems have arisen in 
connection with excess lines that a 
company committee has been appointed 
to consider various phases of the mat- 
ter. Frank Lock, United States Man- 
ager of the Atlas, is chairman of the 
committee. 

Naturally, since the entrance of the 
United States into the war and the 
high industrial pressure to manufactufe 
the supplies not only needed for our 
own armies but for export purposes 
the demand for insurance has been un- 
precedented, and the old fashioned 
arrangements for binding lines from 
office to office, with its uncertainties, 
irregularities and dissatisfaction with 
results by placers, may have to be 
changed, if some real improvement can 
be suggested. 


Industry At Top Speed 


With all, values changing over night, 
there seems no limit to the heights 
to which they are climbing. Plants 
are being enlarged, while so many new 
plants are being built that labor, coal 
and supplies are in a chaotic shape, 
so much so that the government has 
refused to permit new factories to be 
erected. One industrial plant in this 
country covers fifty acres. <A _ grain 
elevator in New Jersey has $3,000,000 
worth of grain stored. 

All of these questions have a direct 
angle on insurance, and require the 
attention of the clearest minds in the 
business. 


CHIEF EXAMINER ENLISTS 

A. Nevin Detrich, Chambersburg, 
chief examiner for the Pennsylvania, 
Insurance Department last week en- 
listed as a private in the medical corps 
of the army. 

Mr. Detrich, for several years chair- 
man of the Washington party State 
Committee, has reported at Camp 
Meade Monday. He has been granted 
a leave of: absence from the state serv- 
ice, half his salary going to his family. 


OCTOBER 9 
Fire Marshal Port, of Pennsylvania, 
has announced that October 9 will be 
fire prevention day in that state. 


FIRE INSURANCE DEPARTMENT 











Fifty Years an 
Agent of Niagara 


TRIBUTE TO C. H. WOODWORTII 


Buffalo Agent Presented With Mono- 
grammed Military Brushes by 
Company 





C. H. Woodworth, of the Woodworth- 
Hawley Company, Buffalo, and one of 
the organizers of the National Associa- 
tion of Insurance Agents, completed 
the fiftieth year of his representation 
of the Niagara Fire on August 1, and 
in honor of the occasion he was pre- 
sented with a set of monogrammed 
military clothes brushes by the Com- 
pany, which accompanied its gift with 
this letter to the veteran Buffalo agent: 

Company’s Letter 

“Half a century has passed since 
you first hung the Niagara’s commis- 
sion in your office. As a slight token 
of our esteem for your long and faith- 
ful service we are sending you a small 
parcel, the contents of which you will 
please accept with our hearty good 
wishes for long continued happiness 
and prosperity. We take this oppor- 
tunity of telling you that we greatly 
appreciate the many years of service 
you have given this Company during 
that time. Your work for us has been 
reflected by an excellent loss record 
and a goodly share of profit in a city 
where many companies have not been 
so fortunate. This record has been 
made possible by your thorough knowl- 
edge of the business in your city and 
your loyalty to the interests of your 
companies. We are proud and fortu- 
nate to have an agent of your high 
standing during half a century and 
we trust you will continue as our rep- 
resentative for a long period to come.” 

WILL DISCUSS LICENSES 

The representative of the New York 
local agents and A. C. Hegeman, rep 
resenting the Brokers of New York 
City, will attend an adjourned confer- 
ence, with Superintendent Phillips, at 
Albany, August 13, at 11 o’clock, to 
discuss the provisions of the Graves 
law affecting brokers’ and agents’ li- 
censes 


ELGIN WITH A RECIPROCAL 

The Associated Employers’ Recipro- 
cal of Chicago, Sherman & Ellis, Inc., 
attorneys in fact, has entered Mary- 
land and will write competisation, lia 
bility, and all lines of automobile in- 
surance. B. K. Elgin, formerly gen- 
eral agent of the Employers’ Indemnity, 
will be the Baltimore representative. 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 





; _lHE AUTOMOBILE—; 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


FIRE MARINE 
TORNADO WIND STORM 
RENTS LIGHTNING 
PROFITS EXPLOSION 
HULLS COMMISSIONS 
CARGOES AUTOMOBILES 
FLOATERS LEASEHOLD 





CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 


REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 


WAR RISK 

MAIL PACKAGE 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE 
USE AND OCCUPANCY 
INLAND MARINE 

INLAND TRANSPORTATION 

















The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, M.\SS. 


AGENCIES 
5708 Grand Central Terminal, New York 
448 John Hancock Building, Boston, Mass. 
1216 Lytton Building, Chicago, Ill. 
335 Wabash Building, Pittsburgh, Pa. 
gts Postal Building, San Franoiseo, Cal 
304 Central Building, Seattle, Wash 
Utica Fire Alarm Telegraph Co., 
Utica, N. Y. 
Northern Electric Company Limited, 
Montreal, Canada 
General Fire Appliances Co., Ltd., 
Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Pantéina 
F. P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 








BREVOORT Hotel 








» Just say: 


“Insurance 
Man”— 
the open sesame 


to every courtesy 
within our power. 








Room with de- 
tached bath $1.50 
and $2.00 
Private bath $2.50 
and $3.00 


Insurance Headquarters 
MADISON ST.—FEast of LaSalle 
CHICAGO 
LAURENCE R. ADAMS, Sec’'y & Mgr. 








NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


on 300,000.00 
ceceesee 63,479.88 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Inc, 1870 


Soccene .. -$357,318.58 
54,256.92 
200,000.00 

96,379.07 


Capital 
Surplus 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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BROKERS ACTIVITIES 





Broker Status In 
British Courts 


AS AMERICAN DECISIONS 





SAME 


Suit for Recovery Brought On Basis of 
Broker Representing Company 
Interests 


That the broker is the representative 
of the assured and not the company 
has been established in England as well 
as in the United States. “The Policy,” 
a British paper, describes the proceed- 
ings in the case of Eastwood vs. Heath 
and Others, at Manchester, as follows: 

There was a question of non-dis- 
closure of material facts, and it was 
said that these facts were actually dis- 
closed to the broker through whom the 
insurance was effected, the argument 
being that the latter was agent for the 
underwriters. 

With this idea the learned judge 
naturally did not agree. He thought 
it “desirable that all persons through- 
out the country should understand this 
clearly—that the insurance broker * * * 
is prima facie the agent of the person 
who wants to insure, rather than of 
the person who makes out the policy 
of insurance, * * * That carries this im- 
portant consequence, which should be 
well noted both by the London insur- 
ance brokers. and the provincial brokers, 
that if they are the agents of the 
persons who desire to insure, and if 
disclosure be made to these brokers 
of the material facts, then it is the 
duty of such brokers to convey these 
facts to Lloyd’s underwriters. If a 
breach of that duty be committed 
whereby damage results to the person 
about to be insured, then an action 
may well lie for breach of duty against 
the agent of the person who actually 
insured. 

* * * 
Carries $300,000 Bombardment 

The fact that the Brooklyn Borough 
Gas Co. carries $300,000 bombardment 
insurance at a premium of $2,800 was 
developed at the recent hearing on gas 
rates. 


+ + + 
Gas Company’s War Risk Insurance 
Discussing the explosion and war 


risk insurance of the Brooklyn Borough 


Gas Company the Brooklyn “Hagle” 
said this week: 
The $300,000 “bombardment” insur- 


ance brought out in the Brooklyn Bor- 
ough Gas Company hearing before the 
Public Service Commission yesterday, 
covers no more than the value of the 
containers or “tanks” owned by the 
company, according to Miss Mary E. 
Dillon, chief statistician and assistant 
general manager. 

Miss Dillon said to the “Eagle” to- 
day that the $300,000 was less than 
30 per cent. of the capitalization of the 
company. 

“It is pretty generally carried by gas 
companies now, because of the danger 
of explosion of the containers,” she 
said. “The Borough Company's policy,” 
she explained, “has been in force little 
more than a year, and only one pre 
mium of $2,500 has been paid. It is 
a policy requiring renewal annually and 
will probably cost much more this year 
than last.” 

+. * + 


Upton Controls Marine Risks 

J. K. Upton, second vice-president of 
J. N. S. Brewster & Co., Inc., person- 
ally has secured control of the insur- 
ance of the Merchants, Chester and 
Lake Torpedo shipbuilding companies, 
three of the largest lines of this kind 
in the country. 


Third Ave. Railway Line 
Marsh & McLennan this week placed 
an additional $3,308,000 on the Third 
Avenue Railway System, of New York, 
bringing the total schedule up to $13,- 
308,000 covering rolling stock at thirty- 
two locations. This is estimated to be 
eighty-five per cent. of the total value 
of the property. 
* * 
Stanz Out for Self 
William F, Stanz, who has been with 
Quinn & Quinn for several years and 
was previously in the New York office 
of the Hartford Fire, is now operating 
as an independent broker with offices 
in the Produce Exchange Building. 
Lal * a 
Johnson With Osborn & Co. 
Alan Johnson, for the past seven 
years in the hull department of John- 
son & Higgins, is now with Osborn & 
Co. in charge of the hull department 
of the New York office. 
* * + 
Life Men Join Brokers 
Edward L. Hedenberg, Jr., for twenty- 
five years with the Mutual Life, has 
joined the forces of Finn Sandberg, 
Raynes & Lee, Inc. Assistant Cashier 
Ross, of the same company will also 
go with this brokerage corporation. 
~ + - 
Submit Cases of Placing Abroad 
Following the hearing this week be- 
fore the deputy collector of internal 
revenue on the taxing of premiums for 
insurance placed abroad by New York 
brokers, representatives of the brokers 
agreed to submit to the customs offi- 
cials two examples of risks recently 
placed in England to show that the 
broker is in no way an agent of the 
company and therefore the premiums 
are not taxable under the provisions of 
the war revenue law. 
* * + 
Breaking it Gently 
For the information of plate glass 
policyholders, and to avoid unnecessary 
trouble and correspondence, one com- 
pany now places on each policy this 
notice: “Increase in cost of glass in- 
surance caused by increased and _ in- 
creasing cost of labor; heavy advance 
in cost of material; decreased output 
from glass factories; consequent enor- 
mous increase in glass value. Read 
your policy conditions carefully.” 
o * + 


F. C, Moffat, 95 William Street, has 
been elected a member of the New 
York Fire, Marine & Liability Brokers’ 
Association. 


TMENT 


ick’ 


aAORES 


a0 OF PA. 
fs 


ee F E- OF: NH, 


GEORGIA HOME OF, GA, 


i) UTTON, ‘Manager, ROCHESTER 

















SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 


100 William Street 


Phone: 





New York, N. Y. 


John 2312 
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ARCHIBALD.A. McKINLEY, President 





D. J. DAVIDSON, Vice-President 


Home Office: 
No. 29 So. La Salle St. 


a.¢. JONES, escaiate and ines 
I. W. ROCKEY, Managing Underwriter 


Merchants National Fire’ 


Insurance Co., Chicago, Illinois 


CAPITAL 
$250,000.00 


AN | ALL-AMERICAN | PROGRESSIVE FIRE 
INSURANCE COMPANY OF THE MIDDLE weet 
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National Liberty 


INSURANCE COMPANY 
OF AMERICA 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Incorporated 1852 


agement, and the 


the security of its policy. 


Statement, January 1, 1918 FRED. A. HUBBARD, Vice-President 
Cash Capital ... << $1,000,000.00 WILLTAM JARVER, Seenetacy Sec’y 
PONE. cacéascueswws 8,209,763.64 
Po 5,223,031.71 HOME OFFICE 
Net Surplus ......... 1,986,731.93 Hanover Bldg., 34 Pine St. 
Surplus for Polic NEW YORK 

EE: os cesavaeas 2,986,731.93 


HEAD OFFICE 
62 WILLIAM STREET, NEW YORK 


Metropolitan District 














THE HANOVER 


FIRE INSURANCE COMPANY 


The real strength of an insurance com 
pany is in the conservatism of its man 
management of THE 
HANOVER is an absolute assurance of 


R. EMORY WARFIELD, President 


HOWIE & CAIN, General Agents 


too WILLIAM STREET, NEW YORK 








LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 














PENNSYLVANIA | 








NEW JERSEY 


307 FOURTH AVENUE PITTSBURGH, PA 
'rTReIiCgaADPeieFtnttt a 
pAcILITIEs | CLARENCE A. KROUSE & CO, | SATISFACTION 
LOCAL AND GENERAL AGENTS SERVICE 
ALL LINES _ 325 ‘WALNUT STREET PHILADELPHIA, PAL : ALL LINES 








B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico. Home Office: 68 William Street 
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British Parliament THE EAGLE SUED FOR $75,000 DAMAGES 
: : : 207th Year 
Invites Allied Market Present status of Company's Finances Controversy Over Automobile Sales 
—Underwrites Much of Under Trust Agreements—Balti- S U N 

LONDON MEN DISAPPROVE IDEA eaten Capt more insurance Case INSURANCE OFFICE OF LONDON 
lias aS In discussing the Hagle Fire, of New- The Commercial Credit Company, of FOUNDED 1710 
Unapproachable Supremacy of British ark, and its financial plans, “Best's In- Delaware, has sued one of the fire in- UNITED STATES BRANCH: 

Market” Thought to Be Menaced surance News” says: surance companies in the Supreme 54 Pine Street - New York 


By Move 





The Commercial Conference of both 
houses of the British Parliament has 
adopted a resolution inviting the Allied 
Governments to co-operate in the form- 
ing of a bureau looking particularly to 
the methodical distribution of re-insur- 
ance among allied corporations, to take 
this business away from enemy con- 
cerns and to distribute among the En- 
tente countries the advantages of Brit- 
ish re-insurance and insurance facilities 
for after the war business. 

The preponderance of British under- 
writers have placed themselves on 
record as being against any action of 
the British Government in this direc- 


tion. They offer instead a proposal to 
form an Allied Marine Insurance 
Union, whose chief office shall be in 


London, for the purpose of exchanging 
views and information. 

This attitude is a crystallization of 
what American underwriters have felt 
for some time, i.e., that British under- 
writers and their connections both here 
and elsewhere have instituted a propa- 
ganda to stunt the growth most par- 
ticularly of any great foreign marine 
market which would jeopardize the es- 
tablished supremacy of London facili- 
ties. 

One English marine paper comments 
as follows on the action of the Inter- 
Parliamentary Conference: 


“It will be remembered that in March, 
1917, a scheme was suggested by the 
Commercial Committee of the House 
of Commons, to establish in London 
an Inter-Allied Re-insurance Clearing 
House. The idea was not at all favor- 
ably received here, the Marine Insur- 
ance Committee driving the last nail 
into its coffin by an announcement that 
it would be impracticable, but that 
British underwriters would approve the 
formation of an Inter-Allied Marine In- 
surance Union, with London as its chief 
centre, for the purpose of exchange of 
views and information. 

“The above mentioned resolution 
seems to be an expression of this 
opinion, but the manner of its word- 
ing gives rise to some suspicion as to 
the intentions which lie behind it. As 
a matter of fact, there is some resent- 
ment at the matter being discussed in 
this way, because it is felt that the 
British representatives, at least, to this 
conference are not qualified to repre- 
sent insurance interests. This matter 
of re-insurances, particularly in regard 
to the eliminating of the German ele- 
ment, has been given considerable 
study, and it is certain that, even if 
the British market, with its unapproach- 
able supremacy in insurance matters, 
is unable to arrive at a successful con- 
clusion (which we do not believe), a 
solution will not be found by persons 
almost entirely ignorant of the subject.” 





TAUNTON AGENT IN SERVICE 

Captain Frank A. D. Bullard, a local 
agent at Taunton, Mass., has turned 
over his business to others during the 
term of war and is now on duty. 





AUTOMOBILE CHANGE 
J. N. S. Brewster & Co., Inc., is re 
ported to have resigned the automobile 
general agency of the Caledonian. 





A feature of the fire business of the 
Fireman’s Fund is that out of a total 
1917 fire premium income of $5,500,000, 
but $125,000 was for San Francisco city 
business. 


“After the payment of $50,000 new 
capital and $40,000 of new surplus dur- 
ing 1917, war conditions made it neces- 
sary temporarily to suspend further 
enlargement. 

“In May, 1918, the directors, feeling 
that the chief need of a re-insurance 
company was surplus rather than capi- 
tal, recommended to the stockholders 
that the par value of the stock be re- 
duced from $25 to $20 per share, but 
that the sale of stock be continued at 
$45 per share. The stockholders ap- 
proved this resolution, and the com- 
pany immediately proceeded with its 
plans. 

“The Company has applied to the 
Capital Issues Committee for authoriza- 
tion to increase its capital to $1,000,000. 
the stock to be sold at 225 per cent. of 
par, or $45. Pending approval of its 
plans by the Capital Issues Committee, 
the Company has offered for immediate 
subscription $100,000 par value of its 
capital, which is the maximum amount 
permitted without the approval of the 
committee. The Company states that 
this offer was made to the stockhold- 
ers early in June, 1918, and that $50,000 
of new capital and $62,500 of additional 
surplus were paid in and verified by 
the Insurance Department of New Jer- 
sev on June 29. This made the paid-in 
capital $300,000 as of June 30. The 
Company expects to pay in the balance 
of $100,000, offered to the stockholders 
in the near future. The secretary of 
the Company advised us on July 5, 1918, 
that a substantial portion of the $1,- 
000,000 capital, for which authorization 
has been sought from the Capital Is- 
sues Committee, has been under- 
written,” 


LIVESTOCK INSURANCE 


$150 on Horses and Cattle, $40 on 
Hogs and $17 on Sheep Fair 
Valuations 

Commissioner Sanborn, of Minne- 
sota, who recently suggested the use 
of the standard average clause in 
place of the pro rata clause in writing 
livestock, as a result of which there 
were conferences among farm writing 
companies, followed by the adoption 
of new forms, has made a deep study 
of livestock valuations. 

In order to determine a fair valua- 
tion of the average run of livestock, 
Commissioner Sanborn communicated 
with Barrett & Zimmerman, Cudahy, 
Swift, Armour & Company, as well as 
local agents who write a considerable 
amount of farm insurance. The con- 
sensus of opinion indicates that $150 
on horses and cattle, $40 on hogs and 
$17 on sheep are valuations which cov- 
er the bulk of the livestock found on 
Minnesota farms. It is therefore pos- 
sible for the majority of insurance 
buyers to obtain reasonably full pro- 
tection under new forms, and avoid 
the use of the pro rata clause. If 
higher limits than those provided by 
these forms are desired for specific 
animals, such as a good team of horses 
or mules, specific insurance may be 
written on these animals without af- 
fecting the general coverage. Further- 
more, the method of determining the 
amount of insurance to be carried is a 
rule of practice only and will have no 
effect on the se:tiement of losses, and 
an increase in a herd subsequent to 
the writing of insurance will not im- 
pose a penalty on the owner in case 
of loss, 








Wickham & Kemp have been ap- 
pointed general agents for New York 
suburban territory and New Jersey for 
the Western of Toronto. 


Court, Baltimore, claiming $75,000 dam- 
ages for loss alleged to have been sus- 
tained by the plaintiff in sales of auto- 
mobiles under trust agreements, Losses 


thus sustained, it is alleged, were cov- 


ered by an insurance policy issued by 
the defendant to the plaintiff on March 
27, 1917. 


CHARLES T. HAYDEN DEAD 
Charles T. Hayden, of Rome, N. Y., 
has died. For many years he had been 
engaged in the insurance business, suc- 
ceeding his father. 





0. G. ORR MEN COMMISSIONED 

Two of the staff of O. G. Orr & Co. 
have recently been promoted in the 
army. These are O. C. Torrey, who 
has been commissioned a second lieu- 
tenant, aviation division, and Frank A. 
Murphy, who has been made a corporal 
in the coast artillery. 


° WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFICO DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 
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ing a good Agency force. One of the benefits of such a plant is 
that the Company can extend such Agents the best it has in the 


way of service and facilities. 


y office, 


character. 
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NOT HOW MANY BUT HOW GOOD 


One trained Soldier is worth a dozen of the other kind. 
aj so it is with the Fire Insurance Agent. 
cations are the factors in his success. This Company is not 
: so particular about having a large Agency force as it is in hay- 





And 


Experience and qualifi- 


Not now and then but ALL the 


j time the NATIONAL UNION will speed up the efficiency of your & 
: With a known capacity for extending distinctive service 
8 which is practical, constant and real the NATIONAL UNION pre- 
§ sents attractive opportunities to experienced Agents of reliable 
Get your Agency—Now. 








14 


THE EASTERN 


UNDERWRITER 


August 9, 1918 





Underwriter For 
Importers & Exporters 


ASSOCIATED WITH JESSE SPIER 


Richard D. Jones Has Had Twenty 
Years’ Experience—Was Manager 
of New Zealand 
» . 
Richard D. Jones, formerly general 
manager of the New Zealand Insurance 
Co., is now associate underwriter with 
Spier of the Importers & Ex- 
porters Insurance Co. Mr. Jones has 
had twenty years’ experience with dif- 
ferent prominent companies in various 
parts of the world and was formerly 
in New York with the Royal Indemnity. 
The Importers & Exporters also an- 
nounced this week the purchase of the 
building at 17 South William Street, 
which will be made the home office 
of the Company and which will be 
ready for occupancy about October 1. 
It is also expected that previous to 
that date the Trans Marine and the 
Washington insurance companies, which 
will also be under the underwriting 
management of Mr. Spier and Mr. 
Jones, will have completed their or- 
ganization and be ready to start under- 
writing 


Jesse 


POSITION OF LLOYDS POLICIES 

It is being pointed out that the bank 
guaranty which formerly backed the 
London Lloyds policies in the United 
States has been withdrawn. This back- 
ing for American policyholders was 
furnished by British banks at a rate 
paid by Lloyds of 2 per cent. of the 
premium. British bankers are no long- 
er willing to continue the practice, ex- 
plaining that business conditions gen- 
erally have become too uncertain and 
that as the result of heavy taxation due 
to the war it is difficult with any de- 
gree of satisfaction for any banking 
concern to depart from the most rigid 
lines of practice. So that as the mat- 
ter now stands, Lloyds policies here 
stand simply on the guaranty furnished 
by the groups of associated underwrit- 
ers making the contracts. 


AUTO COMMITTEE VERDICT 





Decide at Joint Meeting that a Member 
Has Violated Dealers’ Policy 
Agreement 


It is expected that before the close 
of this week formal notice will be 
given by a joint committee of the New 
England and the Eastern Automobilt} 
Conferences to a company which has 
been so much criticised about dealers’ 
forms, that it had been found guilty of 
flat violations in this respect. As the 
date of notification has not been fixed, 
the name of the company is withheld, 

The trouble also extends to part pay- 
ment, or, open policies under which 
certificates may be issued covering 
cars in the hands of branches. The 
situation was particularly bad in Bos- 
ton and in Newark. A number of com- 
panies had open policies and were sup- 
posed to file lists of the part payment 


Some Hazards 
Best Unsprinklered 





N. F. P. A. COMMITTEE REPORT 


Letter Circulated Asking Opinions— 
Generated Gas Causes Loss 
of Life 





Company attitude toward universal 
sprinklering of risks is apparently un- 
dergoing a change to the extent of 
recommending certain classes as being 
better risks unsprinklered. 

The automatic sprinkler committee 
of the National Fire Protection Asso- 
ciation at its meeting in May made 
a report on the loss of life resulting 
from sprinkler action in various kinds 
of plants and a letter was sent to 
members of this committee this week 
by the chairman asking for their views 
on this subject. 

The letter calls attention to the fact 
that metallic sodium, potassium, alumi- 
num, iron filings and turnings, zine 
dust, bronze powder, or any other finely 
powdered metal is more or less dan- 
gerous in the presence of moistures, 
the first two mentioned taking fire in 
the presence of water. 

A number of catastrophes are men- 
tioned which resulted. in loss of life 
as a result of explosions and fires re- 
sulting from the moistening of these 
various materials and the letter en- 
closes copies of correspondence from 
various prominent company men who 
express themselves as being in favor 
of eliminating automatic sprinkler 
equipment in all plants of this nature. 

The committee, of which C. L. Sco- 
field, of Montreal, is chairman, will 
assemble the various opinions and sub- 
mit a report at the next meeting of 
the association. In view of the lower 
rates granted by rating organizations 
to sprinklered risks as a class, this 
movement is viewed with a great in- 
terest by fire men. 


BOLAND GETS SENECA FIRE 


The controlling interest in the Sen 
eca Fire Insurance Company of Buffalo 
has been purchased trom Adam FE, Cor- 
nelius and others by J. J. Boland, of 
Scranton, and his associates. who will 
take active management of the Seneca 
Fire at the end of August. It will be 
run as an agency company, and will 
probably issue an underwriters’ agency 
policy in conjunction with the New 
York National Insurance Company. 


W. C. Gibson has been appointed 
New Jersey Special for the New Hamp 
shire and Country Fire. 


ay 
policies, which would include the kind 
of certificates referred to. 

The offending company had two risks 
which are regarded as a breach of the 
understanding that it was to get off 
this sort of risk. In cases of this kind 
the Conference constitution calls for 
re-insurance. There is an obstacle to 
this in that if re-insured the insurance 
would not be concurrent with the orig- 
inal policy. The offending company 
will ‘be asked to reform the policy. 
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THE AIRPLANE 


is the military eagle, aptly termed 
the Eyes of the Army. 
and before the battle line, it watches 
for coming attacks. 
FIRE gives no warning of its coming. 
No eye can see where it will strike next. 


ADEQUATE Insurance is the airplane 
of protection. 
u actual vision. 


AMERICAN EAGLE 


Fire Insurance Company of New York 


begin today to protect you against loss by fire. 


extn iea diesel ONE MILLION DOLLARS 
HENRY EVANS, President 
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Agents’ Association 
and National Crisis 


APPRECIATES ITS SERIOUSNESS 


Conducts Itself Cautiously; Guards 
Against Precipitating Internal Dis- 
sensions Arising in Business 





In a statement relative to the attitudes 
of the National Association of Insur- 
ance Agents regarding the government 
insurance encroachments and its own 
policy towards the differences arising 
between companies and agents over in- 
ternal problems of the business, the 
association in the current issue of its 
“Bulletin” sums up the situation in a 
letter written by Secretary Miller to a 
member of the association. This is the 
text of the communication: 

“The Administration of the National 
Association has not failed to appreciate 
the precarious situation in which many 
lines of business, including insurance, 
find themselves as the result of condi- 
tions growing out of the war, a situa- 
tion which perhaps threatens their ex 
istence. It has been thought proper to 
so conduct ourselves under the possibly 
unfriendly scrutiny of critics in legisla 
tive circles as to give them no excuse 
for making an assault on the insurance 
business. 

“In pursuing this policy of probable 
self-preservation, it was also found ex 
pedient during this troubled period to 
minimize as much as could be, without 
abridging our principles, internal con- 
troversies, particularly those which 
might precipitate dissensinn between 
the agents and companies. This does 
not include a failure to protest against 
violations of our principles by com- 
panies, nor does it halt the institution 
by us of proper measures of redress.” 

The Association sees many signs of 
a closer co-operation between com- 
panies and agents. 


BESSEY TO BE MANAGER 





Eastern Office of New Fire and Casualty 
Mutuals’ Agreement—Chicago 
Main Headquarters 





By joint agreement between the Fed- 
eration of Mutual Fire Insurance Com- 
panies and the National Association of 
Mutual Casualty Companies, a head- 
quarters has been established in Chi- 
cago with an eastern office in New York 
City. Herman L. Ekern, of Chicago, is 
responsible for the general direction of 
both offices. John M. Bessey, assistant 
treasurer of the Millers Mutual Casu- 
alty of Chicago, will be in direct charge 
of the management of the New York 
office soon to be established. 





INSURANCE B. B. LEAGUE 
By defeating the Hartford Fire team 
11 to 1, the Continental-Fidelity-Phenix- 
American Eagle team continued its 
good record in the New York Insur- 
ance League. It has won 9 and lost 
1 game: 


Club. Played. Won. Lost. % 
Cont.-Fid.-Phenix-Amer. 

DE Gctdceabiaardaweres 10 9 1 900 
Sh ee 9 7 2 777 
MME. “cicseaedasccdesencn 9 6 3 666 
errr er rere 10 5 5 - 50 
TOGWGRME.. davecisesesdewwns 9 4 5 444 
Wade Robinson & Co.... 10 1 6 400 
PRE accovswisteveb bass 12 3 9 250 
ROU. nciesascussddeisdenes 9 1 8 111 





H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 








Talking of Higher 
Automobile Limits 


COMMITTEE TAKING MAIL VOTE 





Manufacturers Advancing Prices— 
Prospect of Operating Costs Reduc- 
ing Used Car Values 


Again the agiti tion for increased 
fire and theft limits on automobiles is 
becoming acute. It looks as though 
before long the companies may be 
writing considerably more on old cars 
because of the increase in values. 

There are three avenues open: To 
raise the percentages as was done 
earlier in the year; to leave the pres- 
ent schedule entirely alone; or, to 
throw the whole thing open. The last 
named course might result in a reck- 
less disregard of the best underwriting 
principles. 

The need for some action is empha 
sized by the experience with cars like 
the Cadillac and the Packard. The 
Packard has been advanced in about 
a year from $2,750 to $4,500. The 
Cadillac has been advanced from $2,240 
to $3,220 and another advance has been 
made which does not show on the 
present schedules Of course some 
cars went up more than others. As 
the list prices advance for the new 
cars the holders of used cars advance 
their prices until now one can get, in 
some cases, more for a used car than 
a new one would have cost a short 
time ago. 

Taking Mail Vote 


Some underwriters do not wish to 
see any further advances at present 
They believe that the increase in the 
cost of operating cars will be so great 
and that the tax on gasoline will likely 
be so heavy that there will be a sub- 
stantial drop in the values of all used 
cars. It is also hard to get good tires 
and they cost a great deal anyhow. 

The special committee of the Con- 
ference does not wish an increase in 
value limits while the interim commit- 
tee does. The subject now will go to 
the full membership executive com- 
mittee and a mail vote will be taken. 





BACK FROM MULDOON’S 
A number of insurance men have 
spent a month or so at “Billy” Mul- 
doon’s famous health place near White 
Plains, N. Y. B. ©, Seudder, of Crum 
& Forster, returned this week. 
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JAMES H. BREWSTER, Mgr. 
Hartford, Conn. 
A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 
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Represented at hi 
208 Broad Street, 
Elizabeth, N. J. 











LEWIS & GENDAR, 


New York City Agents 


Commonwealth Insurance Co. of New York 
Telephones: John 63-64-65 ONE LIBERTY STREET, NEW YORK CITY 
Brooklyn and Suburban Agency 

Northern Asse. Co., Ltd. of Eng. Firemen’s Inc. Co. of New 4 ad 

Commonwealth Ins. Co. of N. Y. Globe & Rutgers Inc. of N, 

Detroit F. & M. Ins. Co. of Mich. Employers’ Lia, Assce. Corp. of London 

145 MONTAGUE STREET, BROOKLYN—NEW YORK 
Telouphones: Main 6370-6371-6372 


Inc. 








Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. GH. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











INSURANCE CO., LTD., 
THE YORKSHIRE Viki: 
Established 1824 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, WAR 
AND EXPLOSION INSURANCE 
U. S. BRANCH 
FRANK & DUBOIS, United States Managers ERNEST B. BOYID, Underwriting Manager 
No. 80 Maiden Lane, New York 


New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York 
DEPARTMENT MANAGERS—METROPOLITAN, Willard S. Brown & Co., New York, 
N. Y.; CAROLINA-VIRGINIA, Harry R. Bush, Greensboro, N. C.; SOUTHEASTERN, 
Dargan & Turner, Atlanta, Ga.; LOUISIANA and MISSISSIPPI, Jas. B. Ross, New 
Orleans, La.; PACIFIC COAST, Jas. C. Johnston, San Francisco, Cal.; McClure Kelly and 
McKee Sherrard, Assistant Managers. 
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MARINE DEPARTMENT 




















Unique Marine Loss From Which 
Underwriters Will Derive A Profit 














War conditions have increased the 
value of vessels to such an extent that 
marine underwriters were recently 
called upon to pay a total loss on a ves- 
sel valued at $465,000 which has since 
been sold in her salved condition for 
$1,105,000. The -vessel in question is 
the steamer “Cuzco.” This vessel 
stranded north of Salverry in February 
1917, and was recently floated at an ex- 
pense of $246,782. 


Prior to the floating of the “Cuzco,” 
the owners abandoned the hull to the 
underwriters, which abandonment was 
accepted by the underwriters and the 
property passed into their possession. 
The vessel was sold at auction for 
$1,105,000, which makes a_ price of 
$640,000 realized from the wreck in 
excess of the insured value of $465,000, 
from which the salvage and wrecking 
expense of $246,782 must be deducted 
leaving an apparent profit of $390,000 
over the total insured value of the 
hull from which other expenses will 
also undoubtedly be deducted. So, it 


Does Cover Hold On 
Government Ships? 


APPEAL WON IN “MARERE” CASE 
Vessel Requisitioned By British Carried 
Small Mercantile Cargo—Deviated 
From Course 





Two important marine points cover- 
ing war conditions have been decided 
by the British House of Lords in the 
case of the Str. Marere, which was 
torpedoed in the Mediterranean. “The 
Policy,” a London insurance paper, de- 
seribes the proceedings in the matter 
as follows: 

One of the most interesting of recent 
disputes has now been brought to a 
conclusion in the House of Lords. This 
was the “Marere” case, in which, as 
the case was originally tried, Messrs. 
Benjamin Smith & Co., took action 
against the Crown to recover the value 
of some skins which were lost when 
the vessel named .was torpedoed on 
January 16th, 1916. The case was re- 
ferred to in some detail in “The Policy” 
of January 27th, and May 12th, 1917, 
in its successive stages. 

The “Marere” was a_ requisitioned 
steamer, but having space to spare, a 
certain amount of cargo was shipped 
for private account under bills of lad- 
ing giving the usual wide powers neces- 
sary for a vessel in employment which 
involved trooping and the carriage of 
supplies for troops. It was clear from 
these terms that very wide permission 
in the matter of deviation was allow- 
able, and such liberty was used by 
movements to and fro between differ- 
ent points in the Eastern Mediter- 
ranean. The case turned upon the use 
of the vessel as a store ship; the ves- 
sel, while at Mudros and Imbros, dis- 
charging meat for the troops, not as 
might be ordinarily done, but as it 
was required; and at the latter place 
500 tons of cargo from other vessels 


can safely be said that the underwriters 
insuring this vessel, out of an apparent 
total loss, will receive dividends rang- 
ing anywhere from twenty-five to fifty 
per cent. under the policies of insur- 
ance which they issued. 

Of course, the underwriters in dis- 
bursements and profits in this case will 
be the losers. They will not partici- 
pate in this enormous profit and the 
loss which they paid is total to them. 

This case is exceptional and can only 
be accounted for by the fact that the 
vessel was insured at its pre-war value, 
and in order to partly compensate the 
owners for the value of the vessel if 
she should be lost, an enormous amount 
of insurance was placed on anticipated 
freight earnings and profits. As a re- 
sult of this, the owners of the “Cuzco” 
are not out money except that they 
underestimated the value of the vessel 
and probably would have been better 
off if they had not abandoned the wreck 
to the underwriters until the vessel was 
finally salved. 

OBSERVER. 
was put on board and discharged as 
required for local consumption. 

Loss By King’s Enemies 

It was contended that the use made 
of the vessel was such as to constitute 
a departure from the purposes of the 
voyage from Melbourne to London, not 
accounted for by the powers of devia- 
tion admitted in the bill of lading, and 
that the Crown could not, therefore, 
rely upon the clause excepting liability 
for loss occasioned by King’s enemies. 

Mr. Justice Sankey, in the first court, 
found in favor of the Crown; but the 
Court of Appeal reversed his decision, 
and the House of Lords has now unani- 
mously confirmed their judgment. 

The effect of this case seems to be 
that although the power to deviate may 
appear to be unlimited, once the pur- 
pose of the voyage is departed from, 
the contract of affreightment is at an 
end, and the exceptions no longer op- 
erate to relieve the shipowner from 
the obligation to deliver the goods. The 
liberties must be taken in conjunction 
with the implied intention of a com- 
mercial adventure evidenced by the 
issue of a bill of lading. 
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In addition to our regular marine and war risk business, we now 
have a department for writing FIRE insurance only on vessel prop- 


erty of all descriptions. 


We would be pleased to receive applications from agents and bro- 
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SALVAGE AWARD 


The substantial sum of £9,000, and 
an additional £1,250 for expenses, has 
been awarded to salvers of the Spanish 
steamer “M. Arnus.” 

The salved vessel broke down in the 
Atlantic on September 26th, 1917, ow- 
ing to a fracture of the tail-end shaft. 
She was towed to Fayal, a distance of 
some 350 miles, by the steamer “Maple- 
more,” the weather part of the time 
being very bad. The services were 
attended with some difficulty, and the 
towing vessel lost ten days over the 
operation, no light matter in these 
days. The value of the “M. Arnus,” 
with cargo and freight, was £265,898. 


JOINS BLOCK EARL & MANUEL 


Block Earl & Manuel announced this 
week the acquisition to their staff of 
Arthur H. Dahringer, who for eighteen 
years has acted in an advisory capa- 
city on railroad, mercantile, shipping 
and insurance matters to various mer- 
cantile houses and for the past two 
years has been insurance manager of 
a large importing and exporting firm. 
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Marine, Fire and War Risk 


Re-Insurances 


The Firm of 


ROBT. R. 


toe LAER 


New York, Amsterdam and Copenhagen 


New York Address, P. O. Box 616, City Hall Station 
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NEW COMPENSATION POLICY 


Universal Contract Ready for Depart- 
ments—Can Be Used Anywhere 
with Endorsements Attached 





The committee which has been draft- 
ing a new universal standard work- 
men’s compensation policy has had the 
final proof struck. Forms will now be 
sent to all compensation states for ap- 
proval., 

The outstanding feature of the pol- 
icy is that it can be used in any and 
all states by the simple application of 
endorsements, 

One of the framers describes the pol- 
icy as simply an “old fashioned” com- 
pensation contract without innovations. 


* s * 
Glass Policy Prepared 
W. F. Moore has prepared a draft of 


a new plate glass policy, at the re- 


quest of companies writing that line. 
The new draft is now in the hands of 
practically all plate glass writing com- 
panies for their consideration. They 
are now making recommendations to 
Mr. Moore, and the proposed form may 
undergo further revision. The changes 
in Mr. Moore’s draft are designed to 
provide a solution of the problems in- 
volving explosion, replacement with 
two lights in place of one; premium to 
be paid for insurance on glass broken 
and replaced, etc. One of the principal 
objects sought by the framing of this 
policy is that it shall be universal. 
o s . 
Opens Toledo Branch 

The U. S. F. & G. has opened a 
branch office at Toledo, Ohio, with J. 
H. Knapp, Jr., in charge as resident 
secretary. The Company was previous- 
ly represented in ‘Toledo by the gen- 
eral agency of Barker, Frost & Chap- 
man Co. Mr. Knapp was formerly spe- 
cial agent for the company with office 
in Parkersburg. 
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Position of Labor 
On Health Insurance 


COMPULSORY FEATURE OPPOSED 





If Workers Are Capable of Performing 
Work Satisfactorily That Should 
Be Sufficient 


Information that it is proposed by 
employers to inaugurate a plan of self 
insurance for workers in shipbuilding 
yards, carrying with it compulsory 
physical examination was brought to 
the attention of the Executive Council 
of the American Federation of Labor in 
session at Atlantic City, July 26, 1918, 
for consideration. 

RESOLVED that the Executive Coun- 
cil of the American Federation of Labor 
is opposed to any plan of compulsory 
insurance. So long as wage workers 
are capable of performing their work 
in a satisfactory and efficient manner 
this should be sufficient qualification for 
them to secure and retain employment 
in shipyards or elsewhere without fur- 
ther restrictions. 

It has become common to hear in- 
surance men and others say that labor 
is against compulsory insurance. So 
far as the compulsory feature of it is 
concerned, that may be true in a gen- 
eral way, but this is what was done 
at the St. Paul convention, according 
to the records of that meeting. 


St. Paul Resolution 

Resolved, That this Convention of the Amer 
ican Federation of Labor declares itself in 
f.vor of the adoption by the Government of 
a comprehensive national system of Social In 
surance, and instructs its executive council 
to take all such steps as lie within its power 
to hasten the adoption of this measure. 

Under the captions of “Health Insurance” 
and “Insurance Ag.inst Unemployment” the 
Executive Council in its report expresses the 
urgent need for a careful study on the de- 
sirability of enacting laws providing for the 
payment of sick benefits during time of 
illness. 

; Asks for Investigation 

Resolution No. 101 relating to this same sub 
ject, aflirms the necessity for an investigation 
but seeks to extend its scope in order to de 
termine what financi.d or industrial interests, 
f any, are supporting movements which are 
interested in furthering this kind of legislation. 

Resolution No, 135 seeks an immediate ap 
proval of legislation of this character and 
denies the opportunity for an investigation. 

Your committee notes that the Executive 
Council rightfully distinguishes tr.de and ox 
cupational diseases from general illnesses not 
ittributable to employment in industry and 
commerce. We believe that trade and occu 
pational diseases should be considered in law 
as well as in fact in obligation on industry 
and that those who contract for the employ 
ment of the workers should be required to pro- 
vide compensation to those suffering by health 
impairment due to their employment. Your 
committee, therefore recommends approval of 
this part of the Executive Council’s report. 

Special Committee 

Your committee also views with favor the 
recommendation of the Executive Council on 
the gener.] subject of “Jlealth Insurance” in 
that a special committee should be appointed 
for the purpose indicated in its report. 

Your committee therefore recommends ap 
proval of that part of the Executive Coun 
cil’s report. 

Your committee believes that the investiga 
tion intended in Resolution No. 101 should be 
considered by this special committee and there 
fore recommends reference of Resolution No 
101 to the special committee hereby provided. 

Your committee believes the action asked 
for in Resolution 135 is st variance with the 
investigation which should necessarily pre 
cede a definite conclusion or program on this 
subject. Your committee therefore recommends 
non-approval of that resolution. 

A motion .was made and seconded to adopt 
the report of the committee. 

Against Insurance Companies 

Delegate Gorenstein, Ladies Garment Work 
ers: We introduced Resolution No. 135, and 
I take issue with the committee in the report. 
The object of the committee is not to estab 
lish immediately a certain plan but to have 
a thorough investigation. The main object of 
the introducers of the resolution was to back 
up the Executive Council and to emphasize 
the necessity of the Government taking con 
trol of this insurance. We do not want pri 
v te corporations’ or companies to come out and 
offer all kinds of disability insurance to the 
workers. I therefore amend the motion that 
this resolution be embodied and referred to 
the same special committee as the other 
resolutions. 

_The motion to adopt the recommendations of 
the committee was carried. 


CASUALTY AND SURETY NEWS 








Road Contractors 
Discuss Problems 


SURETIES HAVE MUCH AT STAKE 





Builders Face Bankruptcy Unless De- 
partment of Highways Recedes 
From Arbitrary Position 


So much interest is being taken in 
the uncompleted road contracts In 
New York State that a meeting of the 
Association of Contractors was held 
in New York last Tuesday to con- 
sider the subject. There are about two 
hundred uncompleted road contracts 
involving some two hundred contrac- 


tors, many of whom face bankruptcy’ 


if they do not get relief. 

The State Highway Commission is 
the only official body which has not 
taken advantage of the law recently 
passed to relieve contractors. That 
law gives the Department of High 
ways the power to cancel road con- 
tracts in order to avoid the bank- 
ruptey of the contractors and their ma- 
terial men, who have been caught in 
the upward swing of labor and ma 
terial costs, as well as by the impos 
sibility of obtaining labor at any price. 

Surety Companies Interested. 

The sentiment at the conference was 
that such educational work should be 
done as would bring the matter plainly 
before the Governor and compel the 
Department of Highways to act, as 
have other departments in this matter 
of contracts. 

Of course surety companies are 
deeply interested in the outcome of 
these negotiations, for they have large 
amounts of outstanding contract bonds 
covering uncompleted work. The far- 
mers in many sections are interested 
because in some counties there is a 
large amount of road work uncomplet- 
ed and the roads are needed now more 
than ever before, The Canal Commis 
sion has recognized the position of 
contractors on that kind of work and 
paid large extra sums to get necessary 
work completed. The Federal govern 
ment has seen fit to make provision in 
new contracts for possible unavoidable 
increases in wages and of other costs 

An association is being formed of 
material men and contractors to aid in 
working out their difficulties. 


CANCELLATION CLAUSE CHANGED 
Draft of Compensation Policy Completed 
and Copies Sent to Officials for 
Approval 


The New York brokers have gained 
a point in their contention for a re- 
vision of the proposed uniform standard 
compensation policy, as it relates to 
cancellation. The clause (Item 6) of 
the new form reads: 

“No similar insurance has been can- 
celled by any insurance carrier during 
the past year, except as herein stated.” 

The committee on policy form has 
now completed its work and the new 
policy has been sent to the insurance 
departments for approval. 
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Considering Status 
of Disabled Men 


COMPENSATION QUESTIONS UP 


No Discrimination in Rates—Ultimate 
Effect on Experience—New 
Legislation 


Stock casualty companies have as- 
sured the government that in the mat- 
ter of compensation rates, the carriers 
have no intention of discriminating 
against men who have been injured in 
the war and who shall have re-entered 
the industrial field in impaired phys- 
ical condition. The policy will be 
rather to allow the cumulative effect 
of this impaired element in the in- 
dustrial employment field find its way 
gradually into the experience as a 
whole and thus into the rates. 

Assuming that these men are return- 
ed to industry by systematic methods, 
whereby there shall not result a con- 
centration of them in any one industry, 
or in individual risks, the added haz- 
ard would be widely distributed and 
any increase which might result would 
affect industry as a whole and would 
be a very unimportant factor in deter- 
mining the level of rates. 

Conference at Washington 

An informal conference was held in 
Washington of representatives of the 
Federal Board for Vocational Educa- 
tion with representatives of the state 
compensation board and the casualty 
companies, to discuss this problem in 
all its various aspects. There are, 
it is claimed, about five hundred occu- 
pations in which disabled soldiers may 
safely be employed. It is proposed that 
the occupations from which they 
should be barred shall be selected and 
specified. 

The Federal Board for Vocational 
Kducation has been charged by the 
Vocational Rehabilitation Act with the 
duty of training disabled soldiers and 
sailors for gainful occupations and of 
placing them therein, One of the 
many problems confronting the board 
in dealing with this task is that of 
securing the entrance of these men In- 
to employment under fair and reason- 
able conditions. One of the most im- 


Something New 
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broker’s opportunity. 


of brokerage commission paid. 





PHILADELPHIA 





portant conditions is that the em- 
ployer of these disabled men shall not 
be penalized through onerous terme in 
connection with liability insurance, for 
his willingness to co-operate with the 
Federal government. This confer- 
ence was called for the purpose of ob 
taining information and suggestions. 
Regarded as Extra Hazard 

One of the questions asked was this: 
“Premising that every possible me 
chanical safeguard has been installed, 
is the man handicapped, for example, 
by loss of one or more limbs, by chron- 
ic rheumatism, by deafness, or even by 
blindness, really an extra hazard, in 
view of the fact that his handicap will 
make him -extraordinarily cautious?” 

The answer to this was decidedly in 
the affirmative. 

Then the question was put: “Sup 
posing it to be contended that such a 
man is, in himself, an extra hazard, is 
he a hazard to his fellow workmen 
and to the plant as a whole?” This 
was also answered in the affirmative. 

The principal discussion revolved 
around this supposition, which was put 
in the form of a question: “Assuming 
that the number of disabled soldiers 
and sailors so seriously injured as not 
to be able to return to employment 
without vocational re-education, to be 
10,000 annually during the war. and re 
membering that these men will be dis 
tributed among professional, commer 
cial and agricultural employments scat- 
tered through forty-eight states, and 
placed in a wide variety of occupations; 
will the presence of these men in em 
ployment constitute such a general ex- 
tra hazard as to justify increased 
rates?” 

The answer to this question is briefly 
set forth in the first paragraph of this 
article. There are three propositions 
before. the Board and all those inter 
ested in this subject They are, to 
leave the whole matter alone and let 
it work itself out; to leave to Con 
gress the framing of necessary special 
legislation and apportioning funds, go 
that there shall be an equal distribu- 
tion; or, to let the states handle it 
separately. 

As to the first proposal, it is believed 
that this problem would never work 
itself out satisfactorily. 

Covering Immediate Injury 

As to state legislation, a uniform law 
might be passed, to read that in case 
of a second injury to an already dis 
abled ex-soldier, and that in event of 
this injury resulting in total perma 
nent disablement; the industry should 
pay for only the immediate disable- 
ment. Or, it might be made the sub- 
ject of contract between the employer 
and the employee, 6o that the employer 
would be responsible for compensation 
covering the immediate injury only. 

It may be that the War Risk Bureau 
will have to'take up this matter; or 
again, a Federal Government fund may 
be necessary to eare for it. 

There was general discussion as to 
what amendment, if any, to the com- 
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Preparing for Elections 
Surety oflices are now preparing for 
the sale of public official bonds, in an- 
ticipation of the primary elections to 
be held soon, 
ne a 
$2,000 May be Limit 
One active surety man, speaking of 
freight charge bonds, says that from 
the information he has been able to 
gather, the average bond of this char 
acter is not expected to exceed $2,000. 
It would, he says, be a very Jarge ship 
per who would require a bond in ex 
cess of that amount. 
A a ae 
Skipped His Bail 
When Mancil Stoll, an alleged auto 
mobile dealer, of Royersford, Pa., failed 
to appear fer a hearing in connection 
with the attempted theft of a motor- 
car, his bail bond of $600 was declared 
forfeited. According to the police, they 
have recovered fifteen motor cars al- 
leged to have been stolen by Stoll. 
* + * 
A Little Rock Program 
lordon H. Campbell & Co., general 
agents at Little Rock, Ark., for the 
Aetna Life Insurance Co. and affiliated 
companies, recently held an agency 
convention on board the steamship 
“South American” on a week's cruise 
on the Great Lakes, 
The following program of speeches 
yas carried out during the convention: 
“Automobile Insurance, Prospecis 
and Sales,” J. H. Means; “General Lia- 
bility in a Small Town,” A. P. Kason; 
“Selling Burglary and 5-Point Policies,” 
M. Ehrenberg; “Building up a Run- 
Down Insurance Department Through 
the Help of Aetna Lines,” J. M. Mont- 
gomery; “Tricks in the Trade of Sell- 
ing Insurance,” E. P. Walsh; “The 
Ideal Agent.” Omer Throgmorton; 
General Discussion; “Helps Received 
From the General Agency,” J. A. Hd- 
wards; “Why I am Loyal to the Aetna,” 
A. M. Butt; “Accident Underwriting,” 
Percy I. Allen; “How to Close the 
Prospect and Collect the Premium,” L 
M. Thompson; “Brickbats and Bo 
quets,” L. G. Stephan; “Correlating Life 
and Casualty Lines,” Hugh D. Hart; 
“Office Methods,’ Arthur Parker; “Side- 
lights on the Field Force,’ Gordon H. 
Campbell. 
*” * ak 
Casualty Companies Sue 
Several plate glass companies have 
filed suits against the Lehigh Valley 
Railroad for alleged negligence in con- 
nection with the Black Tom explosion. 
Tho New York Plate Glass claims $60,- 
000, the Chicago Bonding $5,290 and 
the Royal Indemnity $4,118. 








With War Risk Bureau 


Vice-President H. A. Behrens of the 
Continental Casualty of Chicago is serv- 
ing the War Risk Bureau in Washing- 
ton. 

* * a 
Selling “Flyers” 

To cover the accident insurance 
needs of numerous persons incident to 
increased costs of living, the Chicago 
Bonding suggests selling “intermediate 
flyers” to those who already carry, say, 
$25 accident or $60 disability policies. 
For $10 an agent can sell the inter- 
mediate accident policy with a principal 
sum of $1,000 and $100 a month and for 
$24 a year the intermediate disability 
policy in similar amounts. 

a oe * 
New Orleans Rates Reduced 

New Orleans automobile liability, 
property damage and collision rates 
have been reduced to the same level 
as those of Louisiana at large, effec- 
tive August 1. This reduces the rates 
about twenty per cent. and the change 
was concurred in by the Conference 
and the Bureau. The New Orleans 
automobile situation has been a bone 
of contention for some time, Non- 
Conference competition there was 
strong and there has never been a 
large volume of business on which to 
calculate the experience. The stock 
company agents have been active in 
seeking a reduction in the rates. 

* * * 
Goes to Commercial 

Thomas Politan is now a_ special 
agent in New York City for the Com- 
mencial Casualty, handling various lia- 
bility and compensation lines, Mr. 
Politan was for eighteen years with 
the Fidelity & Casualty, latterly as 
chief counterma , in charge of owners’, 
tenants’ and theater liability and com- 
pensation lines. 

_- * . 
Results Negligible 

What was heralded as an opportunity 
to gather in a large number of small 
compensation premiums, following the 
new law broadening the scope of the 
compensation law in New York, has re- 
sulted in practically naught. The action 
of the attorney general in declaring the 
statute indefinite; together with the 
opinions of various counsel for indi 
viduals, corporations and organizations 
such as the New York Stock Exchange, 
for example, that the law does not 
apply to office help, has resulted in the 
furor over this class of business sub- 
siding almost completely. 

ok ak 4 
E, J. Surbeck Joins Colors 

KE. J. Surbeck, who has been hand- 
ling the burglary department of the 
Globe Indemnity, is to enter war serv 
ice the middle of this month. 


Maryland Casualty 
Shows Prosperity 


SURPLUS FUNDS GO TO CAPITAL 


Financial Statements of Last Few Years 
Reflect Growth and Careful 
Management 


Continued prosperity of the Maryland 
Casualty is reflected in the action of 
the stockholders, at a special meeting 
August 6, when it was resolved that 
the capital stock of the Company be 
increased from $1,500,000 to $2,000,000, 
by the issue of 20,000 shares par value 
$25. The sum of $500,000 will be trans- 
ferred from surplus to capital account, 
that sum having been paid into the sur- 
plus account in cash by the stockhold- 
ers, 

Stockholders are advised that by 
opinion of the Company’s counsel this 
increase in stock should not pe report- 
ed as income, in any tax return, either 
Mederal or otherwise, since it Is noe 
a distribution of profits but simply an 
evidence of the capitalization of funds 
actually paid into the Company’s treas- 
ury in cash by the stockholders, 

Good Statements Made 

The premium income of the Com 
pany in 1917 was $12,500,000, an increase 
of $3,500,000 over the previous year. 
The loss ratio has been materially re- 
duced in the last four years, wnue ¢%.e 
management expense ratio has fallen 
almost ten per cent. In 1914 the Com- 
pany showed a combined loss and ex: 
pense ratio of 95.6 per cent. and in 1917 
79.4 per cent. 

Policyholders are advised that the 
business of the Company for 1918 is 
so far sufficient to provide all required 
reserves, to offset all present deprecia- 
tions in investment values and to leave 
a substantial balance to be added to 
surplus account. The Company’s net 
interest income from investments, as 
of June 30, 1918, is more than $515,000 
per annum, which is an increase of 
$68,000 since January 1, 1918. 


Studying Explosives 

The manufacture of explosives has 
become so important that it is neces- 
sary to know more about the attending 
hazards. ‘Therefore, The Associated 
Companies, writing compensation risks, 
are making an intensive study of this 
class of risks. Prior to the war the 
amount of business on these plants was 
not enough to develop a broad experi- 
ence, 

* * & 
Where Bad Spots Are 

Mapping the general liability experi- 
ence in Brooklyn and Bronx Boroughs 
shows that the same congested areas, 
peopled by certain classes of foreign- 
ers, as exist in parts of Manhattan, 
are where the high loss ratios may be 
expected. The situation in the newly 
mapped territories is identical with the 
old. 

oe ok * 
Rates to Go Up 

Plans are in the making for an in- 
crease in plate glass insurance rates in 
New York State to apply on October re- 
newals. The loss ratio on business 
written this year is running as high as 
seventy per cent. Not all the com- 


Considering Status 
of Disabled Men 


(Continued from page 17) 
pensation laws would be necessary to 
meet the new conditions, and the gen- 
eral method of procedure in meeting 
the various questions likely to arise. 

Supposing it to be claimed that the 
handicapped man does constitute, per- 
sonally, a special hazard, by whom 
should the extra cost of his insurance 
be assumed? 

Division of Cost 

Suppose a man has lost the sight of 
one eye in army service and he sub 
sequently loses the other eye in the 
course of employment. It is not fair 
to the industry to charge its experi- 
ence with a case of total permanent 
disability, but only for that portion of 
disability received in the employment. 
The other portion should be charged to 
and paid for by the agency which 
caused it, i. e., war service. It would 
appear from this that the added cost 
should be divided between the industry 
and the government. 

There are many viewpoints to be con- 
sidered in handling this subject as 
a whole. For illustration the wide di- 
vergence in the laws of different states. 
In New York a man would receive a 
large benefit for total permanent dis- 
ability, whereas in New Mexico or some 
other states, he would receive very 
little. The situation in non-compensa- 
tion states also complicates the prob- 
lem, 

Questions Asked 


Following are some of the questions 
which were considered in the general 
discussion, 

In the event of the disabled man being re 
garded as a hazard to the plant as a whole, 
who in that case should assume financial re- 
svonsibility ? 

What are the possible legal and_ statutory 
limitations upon the different methods that 
wiggest themselves for meeting such individual 
or plant risks as may exist? 

If the matter has to be dealt with as a 
State insurance problem, is it practicable to 
bring uniformity into State legislation? 

Assuming that uniform State legislation can 
be secured, would it be possible to do so in 
time to meet the immediate problem of se- 
curing employment for disabled men returning 
from the war? 

The War Risk Insurance Act provides that 
unless a disabled soldier or sailor, within one 
year after discharge from the hospital, cer- 
tilies to the War Risk Bureau that he has re 
ecived an injury in the service which may 
at some future time result in a disability, he 
shall not be entitled to any insurance for 
such future disability. How would this affect 
the problem of liability insurance? 

When an employer has accepted a man and 
the insurance conditions have been determined 
upon and accepted, is it reasonable that the 
question of recurring disability should eve: 
be brought up, so far as the Federal Govern 
ment is concerned? 

Assuming that it is brought up, is it a mat 
ter which could be adjudicated in any satis- 
factory way, except as ‘between the employer 
and the insuring company? 

Assuming that there is an extra hazard with 
the handicapped man, and viewing all the diffi 
culties involved in any attempt at uniform 
adjustment, would it be fair to take the posi- 
tion that, so far as concerns handicapped in 
dividuals, this burden should be met by the 
employing agency? 

Would it be equally fair to take the posi- 
tion that the additional cost for special plant 
risk, if there be any, should be borne by 
the insuring employers, as a large group, so 
that the burden may be equalized? 

To what extent can w- profit by the exper- 
ience of our allies in dealing with this 





that they can tell what the loss is on 
business written this year. The last 
advance in New York was made early 
this year. 
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CASUALTY AND SURETY POINTERS 











It requires headwork 
Calling to Sell to carry out the 


But Not to thought conveyed in 
Help this little story about 


the rheumatism and 
rats, which William G, Curtis, manager 
at Albany for the Aetna, has given to his 
solicitors. Using headwork; not being 
just a common garden variety, order- 
taking solicitor, is what makes of the 
business a live thing. And, incidentally, 
it sells policies and makes commis- 
sions. Now for the rheumatism and 
rats: 

A man living in the city was the 
owner of a very fine thoroughbred 
Scotch collie dog. It was one that 
would make any dog fancier beam with 
delight. The owner wished to sell the 
dog and offered it to an old farmer 
whom he thought would appreciate its 
high qualities. The farmer had sheep, 
and cows, and lots of rats—and needed 
a watch dog. Our city friend de- 
scribed, in detail, the dog’s beautiful 
coat of hair, his markings, his pedigree, 
and dwelt particularly on the long list 
of prizes he had taken at the various 
dog shows. The old farmer scarcely 
grunted and said he did not want a dog. 
The city man drove home and he 
thought what a chump the old farmer 
was for not jumping at the chance of 
getting such a valuable dog when he 
had the opportunity. Every mother’s 
son of us who ever sold goods has 
thought the same thing about some of 
our customers. 

A few days later the city man turned 
his dog over to a friend and asked him 
to sell it, This man drove out into the 
country to see the same old farmer. 
The new man began with the old farm- 
er by asking about his rheumatism, and 
asked if it ever troubled him to run 
after the cows in the evening. The old 
farmer admitted that he was getting 
old and that going after the cows was 
a real task. He next asked the old 
farmer if he had any rats about the 
place. The old farmer assured him 
that the rats were a great nuisance, 
and he had often wished for some way 
to get rid of them. He next asked the 
old farmer if he had a watch dog to 
keep away night prowlers. And the old 
farmer reluctantly answered in the 
negative—saying that he did not have 
any protection at night at all. Our new 
friend then told him that he knew of 
a dog that would go after the cows, 
and would drive the sheep, was a 
splendid rat dog, and was very alert 
and watchful at night. 

He scarcely finished his sentence 
when the old farmer asked with deep 
interest: “How in the world can I get 
this dog? That’s just what I need.” 
And in two minutes the sale was made. 
And this very psychological point that 
made the farmer want the dog will 
work just the same on any article you 
may have to sell. For all your pros- 
pects have “rheumatism and rats!” 

They’re working hard every day, early 
and late. Nine out of every ten agents 
who call on them are like the first man 
who tried to sell the dog; they call to 
6ell and not to help! 

WHAT YOU WANT AND WHAT 
YOUR CUSTOMERS ALL WANT IS 
GOODS THAT WILL HELP THEM 
AND THEIR BENPFICIARIES. 

So, the keen little point that will 
help you so much is to always remem- 
ber that the surest way to any man’s 
attention and‘interest is through the 
little door: “What will it do for me?” 

*_ * * 


An enterprising spe- 
Effective Plan cial agent in the 
For Selling Providence office of 
Parcel Post the Aetna evolved an 


Insurance effective plan for sell- 
ing parcel post in- 
surance. Here it is: 


“Like all other states, Rhode Island 
Sends out each year a_ considerable 


number of ‘Automobile Registered 
Number Plates’ or ‘Automobile Mark- 
ers’ as they are known in some States. 
Our Providence branch secured an or- 
der from the Rhode Island State Board 
of Public Highways for sufficient cou- 
pon-form parcel post books to insure 
each set of markers sent out. 

“The cost of insuring a set of mark- 
ers is very small—one two and one-half 
cent coupon being sufficient to fully 
insure each set. As a large number of 
markers are sent out the premium runs 
into a considerable sum and is well 
worth going after, The advertisement 
secured through the insuring of the au- 
tomobile markers should lead to con- 
siderable business of other’ kinds 
among the automobilists who receive 
their markers in that manner. Consid; 
erable personal business should also 
‘develop through the acquaintances 
made at the state capitol in the solici- 
tation of this form of insurance. 

“Inasmuch as our agents may pos- 
sibly come into competition with the 
government on parcel post insurance, 
either in connection with this matter 
or some other form of parcel post in- 
surance, we suggest that you secure 
information from your local post office 
as to the cost and coverage of the gov- 
ernment form of policy and carefully 
scrutinize the rate sheets and sample 
policies of the Company. Such an 
analysis will indicate to you that the 
government charges three cents for the 
same amount of insurance for which 
we charge two and one-half cents, and 
our policy gives the assured consider- 
ably more coverage than is given by 
the government form of policy. 

“It is possible that the annual regis- 
tration date for automobiles in your 
stafe has passed and you may, there- 
fore, feel that you can not benefit from 
this plan. We would call your atten- 
tion, however, to the fact that auto- 
mobiles are being registered through- 
out the entire year and there is no 
reason why you should not place suffi- 
cient parcel post books to take care of 
the needs of your state board of public 
highways at the present time and later, 
when they need a large supply of books 
to take care of their annual registra- 
tion, supply them. 

“This is a matter which should not be 
lost sight of by ‘you. It is a proposi- 
tion which is open to you each year 
and if you do not succeed in closing 
{t this year you should without fail 
diary the matter for the proper time 
next year.” 

- - ” 

How a postage stamp 
and the following let- 
ter increased by fifty 
per cent. the Fidelity 
& Deposit’s premium 
income on master electricians’ bonds 
is told by that Company. This is the 
letter: 

“We are enclosing herewith form of 
bond which you will be required to file 
as Master Electrician on or _ before 
May 1, in the penalty of $1,000. If 
you will sign this bond on the line 
checked, have someone sign as a wit- 
ness on the line opposite, and then 
return the bond to us, together with 
the enclosed form of application, duly 
signed by you, we shall be very glad 
to act as your surety. Our premium 
charge will be........ 

“Hoping to have the pleasure of serv- 
ing you in this matter, we are.” 

Then the Company goes on to say: 

“There are 171 master electricians in 
Baltimore, each of whom has to fur- 
nish a bond annually on May 1. Last 
year we wrote 40 of these bonds—not 
a bad percentage. This year we ob- 
tained from the city hall a list of the 
names of all master electricians, mailed 
them the above quoted letter, and for 
this little effort we not only renewed 


Getting Bond 
Business 
By Letter 











W. E. SMALL, President 


PETER EPES, Agency Mgr. 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,688,506.87 


E. P. AMERINE, Secretary | 














HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 





The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


Alonze G. Breeks, Ase’t See. 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 








Established 1869 


London Guarantee & Accident Co., Ltd. | 


OF LONDON, ENGLAND 





F. J. WALTERS 
Resident Manager 
55 JOHN STREET 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 


























LIABILITY DEPARTMENT 


Continental Casualty 
Company 
H. G. B, ALEXANDER, President 


is now ready to negotiate agency 
connections covering all lines of 
Workmen’s Compensation, Liability, Auto- 
mobile Insurance in the following states: 
New Hampshire, Vermont, Iowa, Kansas, 
and portions of Michigan, Indiana, Wis- 
consin and New York. 


Also in the various Provinces of the 
Dominion of Canada 





Premiums written 1917............. $5,500,000 
SE SUED ciisasenacnasdssesieeeens 3,000,000 





Address Agency Department 
910 MICHIGAN AVENUE, CHICAGO 











the 40 bonds we wrote last year but 
received applications for 20 additional 
bonds; in other words, an increase of 
50 per cent. 

“What we accomplished in Baltimore 
can be accomplished in many other 
cities throughout the country. So— 
MR. AGENT—get busy today, go or 
send to the city hall, get a complete 
list of all electricians, plumbers, drain- 
layers, and other parties who have to 
furnish awning, explosives, street open- 
ing, street obstruction, and other forms 
of license bonds, send them a some- 
what similar circular about three or 
four weeks before their bonds have to 
be renewed, and you will be more than 
well paid for your efforts.” 





Joseph Butler, in charge of collec- 
tions in the General Accident’s office 
at 100 William Street, New York, has 
resigned. 





American 
Surety 


Company 
of New York 


100 BROADWAY 


Fidelity and 
Surety Bonds 


Burglary Insurance | 

















The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 
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WORTH KNOWING 
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Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 

ANSWER: 


FIRST, it a that in case of death from any cause, $5,000, the face of 


the Polic will aid. 
SECOND D, that” case of death from any ACCIDENT, $10,000, or DOUBLE the 


face the "huss. will be pa; 
THI $15,000 


that in case of death from pote Y ee accident, 
S IS NOT ALL. The Accident Disabil; ty Endorsement FURTHER 








or THREE ron the face of the Policy, will be pai 
quocnstens bm in case of total disability as a result of accidental injury, the Com- 
any will pay direct to YOU at the rate of $50 PER WEEK — such disability, 
i not - exceed 52 weeks, after which the weekly indemnity will be at the rate 
of $25 PER WEEK throughout the poriet of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? The cost is low. 
Agents wanted in Maine, New Hampshire, Vermont, Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgja, Delaware, Maryland, Mississippi, 
Kansas, Missouri, An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 


Home Office, United Life Building Concord, New Hampshire 











SaRnael 





Pan-American Life Insurance Company 
NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Capital........ $1,000,000.00 
OUR 1916 STATEMENT SHOWS 
Insurance in force........... (over).... $42,400,000 
ND, os aw ip big kent ek areas (over).... 5,600,000 
New Insurance paid for..............+. 10,000,000 


The High Scores in the Life Insurance Profession are won by Trained 
Men. We will train you in the Profession and locate you in Productive 
Territory either North or South. Your Opportunity is Here. 
Further information on request. Address: 

E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, U. S. A. 








KQUITABLE 


Mutual in Principle and Practice 


QO Impregnable in Strength 
Enterprising, Conservative Management 











Comprehensive, Adaptable Policies 





Low Mortality Rate 





I Prompt Payment of Death Claims 





Efficient Service to Policyholders 





T Training and Education for Agents 





A satisfied constituency gained by Fifty- 
A eight years of public service 





These are some of the advantages enjoyed by 
B representatives of 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 


L For agency openings address: L 
W. E. Taylor, Second Vice-President 


EQUITABLE 


“FP ese CO 

















C. A. CRAIG, President W, R. WILLS, Vice-P res. C. R. CLEMENTS, Sec. & Treas. 


The Nationa! Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Life, Health and Accident Insurance 
in ONE policy 


Industrial, 














W. F. MURPHY & CO,, Inc. 


RESIDENT MANAGERS 
Chicago Bonding & Insurance Company 


FOR NORTHERN NEW JERSEY 
ATTRACTIVE AUTOMOBILE Union Trust Co. Bldg., JERSEY CITY 
RATES. Telephone Montgomery 3283 























JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


Head Offices: 


411-13 Walnut Street, PHILADELPHIA, PA. 


We can offer to Agents and Brokers special facilities on surplus lines 
throughout the United States and Canada. 














San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Liverpool 


U. S. Cash Assets, Dec. 31, 1917 $16,153,068.57 


th - - - 
Losses Paid by ities Fire, 1871 - 


4,793,978.55 
3,239,491.00 


Losses Paid by Boston Fire, 1872 1,427,290.00 
Losses Paid by Baltimore Fire, 


1904 - - * - - 1,051,543.00 


amo E-Ondon 
ano Globe 
Insurance Co. 


CIMICED 


Over $155,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 
























